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Bohn Breaks a Bondage 
I’m a Fan, Too 
The Brass Hat Shift 
My Competition 
Honor Arthur Pound 
-—eoer < 


By 
Chris Sinsabaugh 


ACK of the announcement this 

week that the Bohn Alumin- 
um & Brass Corp., of Detroit, has 
discovered a process for the 
manufacture of aluminum, which, 
it is claimed, will make America 
independent of obtaining that 
product from other countries, and 
which also will mean a greater 
use of that metal by the auto- 
motive industry is a story of the 
persistent five-year search for an 
ore that would make this possi- 
bility a certainty. 

ok * * 

HEAD OF the search has been 
Charles B. Bohn, president of the 
company announcing the dis- 
covery. Like Thomas A. Edison, 
Bohn started out in life as a tele- 
graph operator with a yen for 
metal research, which finally led 
him to Detroit in 1904, when he 
became vice-president and gen- 
eral manager of the Allyne Brass 
Co. This started him going along 
these lines and which finally led 
up to the creation of the Bohn 
Aluminum & Brass Corp., which 
has so. successfully developed 
Bohnalite, an extremely light 
hard alloy, extensively used in 
the automotive industry. 

oe * * 

FOR MORE than five years 
Bohn has been seeking an ore 
that would enable him to manu- 
facture aluminum of greater pur- 
ity than the metal already in use 
which would be cheaper and 
which could be produced in 
greater volume. He thinks he has 
found the answer in alunite ore. 
Now he proposes to turn this pro- 
cess of his over to several inde- 
pendent laboratories for further 
investigation and to erect in De- 
troit a small plant to initiate pro- 
duction on a laboratory scale. 
From this experience will result, 
he says, a _ $15,000,000 project, 
which will be another contribu- 
tion to Detroit’s prestige as a 
great industrial center. 

s. * & 


THE NATURAL question is, 
how is the Bohn discovery going 
to affect the automobile industry? 
And I hear the prediction that it 
will greatly stimulate the use of 
aluminum in the construction of 
motor cars because the Bohn pro- 
cess, it is claimed, will make the 
metal cheaper, more plentiful and 
of greater purity. As Bohn says, 
“This discovery is distinctly in 
line with the idea of developing 
strength and lightness.” 

* * oe 


ALREADY aluminum is being 
used for cylinder heads, crank- 
cases, pistons, and, in some in- 
stances, connecting rods. My 
memory recalls that “way back 
when” Premier, one of the lead- 
ers two decades ago, put out an 
engine made of aluminum, for 
which many virtues are claimed. 
For the past year every Ford has 
had an aluminum cylinder head. 
All Chrysler units use aluminum 
pistons and Nash has aluminum 


(Continued on Page 13, Col. 1) 
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Pro-Co 


25 Makers Draw N.Y. 


Ford Back 
In Line Up 
At Palace 


New York, Oct. 5.—Re- 
turn of the Ford Motor Co. 
to a place in the New York 
Automobile show after an 


absence since 1910 was the 
highlight of the space drawing 
which took place here this week. 
Lincoln Motor Car Co. has always 
been represented at the show. Al- 
together 25 manufacturers of 
passenger cars, representing 
every company in the industry 
and five manufacturers of light 
trucks will be represented at the 
show. 

The show this year will be 
sponsored by the Automobile 
Merchants Assn. of New York 
with Alfred Reeves as manager. 





in Grand Central Palace as in 
past years. 

The drawings this week were 
held in the Marlin Rockwell Bldg. 
and were conducted by William 


(Continued on Page 2, Col. 3) 


The Top Ten. 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 


1934 Make 1933 
1—414,155 Ford 210,869— 2 
2—393,078 Chev. 347,529— 1 
3—231,507 Ply. 164,876— 3 
4— 68,126 Ddge. 56,755— 5 
5— 57,168 Pont. 64,242— 4 
6— 52,374 Olds. 26,439— 7 
7— 44,921 Buick 35,090— 6 
8— 31,390 Stude. 24,710— 9 
9— 30,664 Terra. 25,263— 8 

10— 19,3388 Chrys. 20,930—10 
Total All Makes 
1,423,940 1,053,599 

See complete cumulative 
including Septem- 





Show Space 


Finance Firms 
Warned to Put 
Houses in Order 


By MEL ADAMS 


Chicago, Oct. 5.—Discussions re- 
volving about the formation of 
the newly organized American 
Finance Conference, which is 
supported by some of the so- 
called independent companies; 
Warnings that finance companies 
must put their business house in 
order if they would avoid legisla- 
tive restrictions of an undesirable 
nature, and a preachment against 
inflation by Sen. Elmer Thomas 
of Oklahoma, featured the open- 
ing sessions yesterday of the 
tenth annual National Assn. of 
Finance Companies’ convention 
at the Palmer House. 

Co-operation in making the as- 
sociation an even more effective 
spokesman for the financing busi- 


; ness was urged by T. E. Courtney, 


NAFC president; Arthur W. New- 
ton, vice-president of the First 
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de Vote Gains 


Antis Lose 
Ground In 
Later Vote 


Detroit, Oct. 5.—The ratio 
of anti-code votes shows a 
sharp decline on the basis of 
the latest returns in the 


Automotive Daily News poll 
on the Motor Vehicle Retailing 
Trade Code now being conducted. 

Where last week answers to the 
question regarding thorough satis- 
faction with the present status of 
the code stood at eight in favor 
with 34 opposed, better than four 
to one against, returns received 
up to noon Friday have resulted 
in reporting 34 satisfied with 92 
opposed, thus reducing the ratio 
to less than three to one. 

Adding all the pro-code votes, 
we have a total of 220 expressions 
in favor of the charter, with 397 
opposed, setting the ratio at less 
than two to one. Last week these 
totals stood at 51 pro-code votes, 
and 158 against, the ratio being 
more than three to one. 

With a total of 127 ballots cast, 
46 voters have gone on record as 


The dates have been set as Jan. 
5 to 12 and the location will be 





figures 
ber to date, page 14 this 
issue, 
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Where ADN Stands on the Code--and Why 


An Editorial 


Racrves of Automotive Daily News in publishing let- 
ters from dealers regarding the dealer code have 
Our publication of 
answers to a list of questions suggested by a dealer in 
Leaksville, N. C., has aroused still further suspicion as to 


been questioned from many sources. 


our purposes. To answer this, may be state clearly the 
position of this paper. 

From the very moment that F. W. A. Vesper and his co- 
workers made known the articles of the present dealer 
code last fall, this paper has been 100 per cent behind the 
code and its principles and aims. Realizing that the code, 
like all laws, depended more upon compliance than upon 
enforcement, Automotive Daily News undertook, at its 
own expense, an educational campaign consisting of a 
series of analytical articles written by William Ullman, 
of Washington. These articles were run on the theory of 
“give light and the people will find their way.” In addition 
to this, ADN in its news columns, editorials, and cartoons, 
has made every effort to call to the attention of dealers 
the pitfalls of chiseling under the code. On Oct. 18, 1933, 
before the code had gone into effect and before the NADA 
itself had given public recognition to such possibility, 
ADN in an editorial entitled “Hold That Minimum,” 
warned dealers against the fallacy of permitting the maxi- 
mum used car allowance become the minimum allowance 
paid. This seems to be one question which today is giv- 
ing the dealer body its most serious trouble under the 
code. : 

It was our belief in the beginning, and still is our belief, 
that an outspoken endorsement of the dealer code and its 
aims and principles, direct from the lips of the manufac- 
turers, would do much to bring about greater compliance 
on the part of borderline dealers. In an editorial on page 
one of our July 21, 1934, issue, we called attention to what 
we considered the manufacturer’s stake in the dealer code 
and his duty in protecting his own interest by supporting 
the code. 


Now as to our present attitude. Without solicitation 


ADN recently began to receive a number of letters for and 
against the dealer code. Good newspaper practice always 
has been to present both sides of any question. Two dis- 
tinct questions here required answer: “Do the dealers as 
a whole favor the code?” “What is the basis for 
opposition ?” 

The best way to get an answer to a question is to ask 
the question. This ADN did. It went further and asked 
for reasons for the answers given. Letters which we have 
received have been unchanged before publication except 
to remove libelous or defamatory statements. Our motive 
is purely to present both sides of the code question. And, 
in our opinion, any widespread change of sentiment for 
or against the code should be of vital interest to every 
dealer in the country. 

As to our own sympathies, let’s call a spade a spade. If 
every dealer in the country were to vote today to throw 
the code out the window, we would conclude that the 
dealer body as a whole should be subjected to mental 
examination. To those friends and readers of our paper 
who have written to us voicing opposition to the code, 
may we say in all fairness to your opinions, that we do 
not feel that one valid objection to the code has been put 
forth. This doesn’t mean that we will not continue to 
publish your views as we have in the past. 

Our point is this: Most of the objections have been 
based upon the interference of the code with the dealer’s 
right to trade his head away. It seems inconceivable that 
any sane dealer could find objection to this limitation. 

Comparisons are made to the Eighteenth amendment. 
In our opinion there is not the slightest resemblance. The 
Eighteenth amendment was designed to ban the sale and 
purchase of intoxicants altogether. The code merely sets 
a limit on trade-in allowance and when a dealer exceeds 
this limit he becomes a nuisance to his fellow dealers. 

Another complaint is that under the code the dealer is 

(Continued on Page 4) 












Makes Nation Independent 


Of Foreign 1 Manufacturers 


For making Aluminum ‘the | hane handle large scale manufacturing 


which 
America 


manufacture of aluminum, 
it is claimed will make 
independent of 
obtaining that 
product from 
foreign coun- 
tries and will 
t rem endously 
increase its use 
in the automo- 
bile and other 
industries, was 
announced this 
week by Charles 
B. Bohn, presi- 
dent of Alum- 
inum & Brass 
Corp. of Detroit. 

The discovery, the result of five | 
years of experimental work, will | 
result in a $15,000,000 to $20,000,- 
000 expansion project in Detroit, 
Bohn said. 

Bohn stated that the process, 
which involves the use of alun- 
ite ore, results in a purer product 
than present manufacturing con- 
ditions allow. 

While the company is sure of 
the results of its experimental 
work, Bohn pointed out, the pro- 





Charles B. Bohn 


cess is undergoing a _ further 
check by independent labora- 
tories. A $50,000 plant will be 


constructed immediately, he added, 
to perfect production operation. 


The expansion program, 


to 


Buick September 
Volume of Sales 


Hits 5.458 Units 


Flint, Mich., Oct. 5.—Sales vol- 
ume comparable to the _ best 
months of spring selling season 
characterized Buick activities 
during September according to 
figures made public today by the 
Buick Motor Co. 

September was the fourth best 
month this year in retail sales, 
Buick announced, being exceeded 
only by April, June and July. 

Contrary to usual trend in the 
industry, Buick reported retail 
deliveries during the month ex- 
ceeded those of August by ap- 
proximately 400 cars. Sales were 
56.5 per cent greater than in 
September last year, it was said. 

The September totals were 


- 


completed with the filing of the | 
last 10-day report which showed | 


that in the last 10 days of Sep- 
tember a total of 1,944 new 
Buicks were delivered to retail 
customers as against 1,734 in the 
previous 10 days and 911 in the 
corresponding period of last year, 
a gain of 113 per cent over the 
1933 period. 








of the new product, will involve | 
the erection of a sheet and wire 
mill. A plant will also be built in 


| Utah near the ore deposits, it is | 
| said. | 


No public financing is comtem- 
plated, Bohn reported, the stock | 
of the new organization .to be | 
wholly owned by the Bohn Co. 


‘Cars Hit Hard | 








A Ford Triumvirate 





A. S. Hatch, sales manager of Lincoln Motor Co.; W. R. Campbell, 


In Rails’ Plea 
For New Rates 





New York, Oct. 5.—Increased 
charges on shipments of passen- 
ger automobiles were listed at 
$1,999,724; trucks, $173,495; disas- 
sembled cars and parts $1,236,682; 
a total of $3,409,901 in the rail- 
roads, presentation of their case 
for higher freight rates before the 
Interstate Commerce Commission 
at Washington this week. 


There would be in addition a 
new charge of $1.00 for each ship- 
ment covered by an “order” bill of 
lading. Car and truck tires would 
pay an increase of $252,959; 
petroleum oils, refined and all 
other gasoline $6,780,822. 


The figures were disclosed in a | 
factual exhibit that itemized the 
increase in revenue expected from 
various commodities based on 
shipments in 1933, submitted by 
D. T. Lawrence, chairman, Traffic 
Executives. | 


All data submitted is being | 
studied by our Traffic Managers’ | 
Committee of the National Auto- | 
mobile Chamber of Commerce. 





Fageol Plants Busy 
With Bus Orders 


Oakland, Calif., Oct. 5.— That 
the motor truck and bus trans- 
portation field on the Pacific 


Coast is feeling the stimulus of 
improved business conditions is 
demonstrated by renewed activity 
at the plant of the Fageol Truck 
and Coach Co. L. A. Lundstrom, 
president and general manager of 
the concern, stated today that the 
company is now manufacturing a 
new type all-steel coach of the 
“unit” or “integral” type, the 
principal features of which are 
light weight, strength and safety, 
made possible by the use of indi- 
vidually pressed steel members, 
electrically welded. These buses 
are designed primarily for school 
purposes. The plant has been 
running at capacity for some time 
in an effort to keep up with 
orders. 





president of the Ford Motor Co. of Canada, and W. C. Cowling, | 
director of sales for the Ford Motor Co., talk show over toast at a} 
breakfast given for outstanding Ford service men at the | 


Palmer House, Chicago. 
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Bohn Discovers New Method to Make Aluminum 
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Main Floor Spaces for New York Show 
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Ford is a newcomer in the New York Show this year. 
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space the Ford Motor Co. 
5 to 12 under 


This shows the hig 
The show will be held Jan. 
sponsorship of New Tork dealers. 


25 Makers Draw DeVaux Announces Plans 


Space for Show 


InN. Y. Jan. 5-12 





And C ompany Personnel 


. Oakland, Calif., Oct. 5—-Norman | new company which proposes to 
(Continued from Page 1) |'de Vaux, erstwhile head of the | produce the car, be a six-cylinder 

L. Colt, chairman of the show | defunct De Vaux-Hall Motors car, with a wheelbase of 108 
committee. By agreement the | Corp. and now president of the) |inches, standard tread, and the 


dealers this year will concentrate | 
their exhibits at the Palace to 
avoid the competition from spe- 
cial exhibits formerly held in 
hotel lobbies. 

Owing to delays in getting show 
plans through the works an- 
nouncement has been made that 
applications to be considered in 
the first allotment of space for 
parts accessories and shop equip- 
ment exhibits may be filed as late 
as Oct. 10. 

Passenger car companies draw- 
ing for space this week are as 
follows: Auburn, Buick, Cadillac, 
Chevrolet, Chrysler, DeSoto, 
Dodge, Duesenberg, Ford, Gra- 
ham-Paige, Hudson, Hupmobile, 
Lafayette, LaSalle, Lincoln, Nash, 
Oldsmobile, Packard, Pierce- 
Arrow, Plymouth, Pontiac, Reo, 
Studebaker, Terraplane, Willys- 
Overland. 

Trade named commercial ve- 
hicles drawing for space included: 
Chevrolet, Dodge, Ford, Reo and 
Terraplane. 


Sec. of State OK’s 


NACC Name Change 


New York, Oct. 5.—The 
following bulletin has been 
sent to all members of the 
National Automobile Cham- 
ber of Commerce: 


“Effective today, (Oct. 3) 
by action of the Secretary 
of State of the State of 
New York, our organization 
becomes the AUTOMO- 
BILE MANUFACTURERS’ 
ASSN. instead of National 
Automobile Chamber _ of 
Commerce. 


“In voting for this 
change, the members be- 
lieved the new name will 
more clearly indicate the 
composition and functions 
of the organization and pre- 
vent confusion with other 
organizations or chambers 
of commerce here and 
abroad.” 





| ies.” 





|consulted with Alfred 


| purposes of exchanging ideas of 





engine will develop 66 horse 
| power. 

The officers of the corporation 
as announced by De Vaux today 


are: Norman de Vaux, president; 


recently formed California com- 
pany known as De Vaux Motor | 
Corp.. made his first official state- 
ment regarding production and | 
sales plans and announced the | 





personnel of the corporation here | Rene J. Marx, vice-president in 
this week before a group of Oak- | charge of export sales; Clarence 
land and San Francisco automo-|A. Hubert, vice-president’ in 


charge of engineering; E. B. Law- 
rence, in charge of domestic sales; 
F. W. Hohensee, in charge of 
| manufacturing. All of these asso- 
ciates of Norman de Vaux are 
veterans in the automotive in- 
dustry. 


tive editors and trade journal 
correspondents. 

“Production of the DeVaux Six- 
Sixty-Six will be under way in 
less than 90 days in the former 
Durant Motor Co. plant located | 
here in Oakland,” De Vaux told 
the newspaper men. “Great 
progress is being made. For the 
past several months developments | 
have been under way and the 
franchise for the new line has 
already been awarded in a num-| 
ber of local and foreign territor- 


Tracy Succeeds 


Abbott at Helm 
Of Hudson Sales 


Detroit, Oct. 5.— William R. 
Tracy has been appointed general 
sales manager of the Hudson 
Motor Car Co., 
assuming the 
position for- 
merly held by 
Chester G. Ab- 
bott. Abbott’s 
resignation is 
occasioned by 
the increasing 
pressure of per- 
sonal affairs re- 


As previously stated in Auto- 
motive Daily News, the De Vaux 
will, according | to ) the head of the 


Chicago i 
Dates Set For 
Jan. 26 to Feb. 2 


Chicago, Oct. 5.—-Dates for the 
Chicago Automobile Show were 
announced as Jan. 26 to Feb. 2 








by H. T. Hollingshead, chairman quiring all of 
of the 1935 Chicago Automobile * his time, it is 
Show committee, and A. C. Faeh, W. R. Tracy announced. He 
show manager, who returned to- has been associ- 


ated with the sale of Hudson 
products for 21 years, and during 
|the past five years has been a 
| director and general sales man- 
ager of the company. 


day from a trip to New York} 
where they were interested spec- | 
tators at space drawings for the | 
show in that city. 

They will report to the local 
committee on the method used in | 


: Tracy has acted as sales man- 
To rT 
Now York. While there gg two | ager of the Hudson Co. for many 


r | years, and previously was general 
| sales manager of one of the other 
benefit in the staging of both of ‘large motor manufacturers. He 
these big dealer expositions. will have charge of a merchan- 

The Chicago show will be held | dising campaign which is planned 
in the coliseum as it has been in| for Hudson and Terraplane cars 
the past. this coming year. 








show manager, and his staff fo 














Looks Into Future In 


Reviewing First Year 


St. Louis, Mo., Oct. —More 
than 90 per cent of the 31,000 au- 
tomobile dealers of the U. S. are 
convinced after one year of opera- 
tion under their code that it has 
proven beneficial and is here to 
stay, according to F. W. A. 
Vesper, president of NADA and 
chairman of the National Code 
Authority, in a statement released 
on the first anniversary of the 
Automobile Dealers’ Code. 

“It is my frank opinion,” said 
Vesper, “after observing the ac- 
tivities of the automobile dealers’ 
code during the past year, that 
it is here to stay. I base this 
prediction on the gains and bene- 
fits that have come to our trade 
as a whole since 
Changes and modifications there 
undoubtedly will be as our ex- 


perience points out to us the} 
need for revisions, but the basic | 


principles behind the codes are 
undoubtedly sound and offer the 
only practical means of aiding 
business in earning profit and co- 
operating in the movement of 
business recovery through greater 
employment. 


Base on Common Sense 


“The objective of our code is | 


not to interfere with the opera- 
tions of logical, common-sense, 
business-like practices; but only 
to restrain and eliminate those 
evils that throughout the past 


decade have crept into business | 


operations and tended to destroy 
not only the possibility of earn- 
ing a fair profit but the capital 
investments which alone make it 
possible to remain in business. 
“We have conducted numerous 
tests among the members of our 
trade in various sections of the 
United States throughout the past 


few months in order to learn the | 


reaction of dealers and to de- 
termine its benefits and handi- 
caps following almost a year of 
actual operations under code 
operations. In every instance, | 
upwards of 90 per cent of the 
dealers have expressed confidence 
and satisfaction with the code 
and desire its continuance, as a 
permanent feature. 


“On the other hand, we have 
to recognize that among the large 
number of individuals engaged in 
the business of selling automo- 
biles, there are a minority whose 
operations have been adversely 
affected by the code. For the 
most part these consist of the 
“sharp-shooting” type, who in the 
past have profited at the expense 
of the majority of honest, consci- 
entious and ethical dealers. Find- 
ing 
operate by their “chiseling” 
methods, these disgruntled deal- 


ers are the ones whose wails are | 


now heard, crying that the code 


is interfering with their business, | 


that is unfair to them or the 


public. 
Rub Expected 


“It was to be expected that the | 
interfere with the | 


code would 
activities of this minority group, 
and unless they are willing to re- 
form, it will eventually force them | 
out of the business. There is| 
ample room in this business for 
all these who are fitted by ex- 
perience to become a part of it; 
but it is not the purpose of the | 


code to encourage or permit those | 
not so equipped to hinder or | 


strangle the welfare of the en- 
tire trade. 


“While we are sympathetic to- 
ward the viewpoint of the minor- 
ity group and desire that their 
views should have full expression, 
nevertheless, it is not our purpose | 
to give undue consideration to 
those whose actions are motivated | 
by selfish and short-sighted pol- 
icies, and whose sole purpose is 
to create discontent in order to 


its adoption. | 


it difficult to continue to | 


gain temporary benefits for them- 
selves. 

“So far as enforcement of this 
code is concerned, every effort is 
being made by the Litigation Di- 
vision of NRA to curb the activ- 
ities of those who wilfully and 
continuously disregard the code 
provisions. 
belief, the actual number of code 
violators is apparently trivial. 


devoted toward educating 
member to a realization that vol- 
untary compliance is the surest 
and soundest method of gaining 
the benefits of the National Re- 
covery program, i.e., rehabilitation 
| of our business and increased em- 
ployment and higher wages for 
the general public we serve. 


Enforcement Kicks 


“The code of the Motor Vehicle 
Retailing Trade is now and has 
been almost constantly under at- 
tack by dealers who complain 
that it is not adequately enforced. 
| This attitude on part of dealers 
| who have ample mentality and 
|experience to guide them brings 





|to me the conviction that we | 


should have a better definition 
of what is the real meaning of 
‘enforcement.’ 


| “Obviously, violators of codes | 
as well as of other laws should | 
be and shall be brought to book. 
But it must be borne in mind 


of any mandate of society or 
authority proceeds in exact ratio 
to the measure of support given 


those affected by it. Laws do 
not enforce themselves. Laws are | 
not wholly enforced by courts and | 
policemen. Laws are enforced | 
only by the example and the 
consistent law-abiding determina- 
tion of the majority of those who 
|come under the operation of the 





|law. The real and only answer | 


|to this problem is frequent meet- 
| ings of local dealers and com- 
prehensive discussions of local 
|trade practices and conditions. 


| “The honest, honorable, for- 

ward-going dealers in America 
| possess ample strength to enforce 
| their code. And this a further 
fact—if we cannot do it for our- 
selves there are not enough 
statesmen, judges, soldiers, police- 
men, automobile manufacturers 
and others in America to do it 
for us.” 


Demand Arrest 


Of Truck Code 
Violators in N. Y. 


New York, Oct. 5.—Police Com- 
| missioner Valentine this week 
was called upon by the Trucking 
|Code Authority to order arrest 
| of code violators. 


In a letter to the commissioner, 
Arthur G. McKeever, secretary of 
| the local authority, pointed out a 
| violation of the trucking code is 
a violation of the Shackno Act, 


passed by the State Legislature to | 


eae teeth in the NRA. He said: 

“Under provisions of the NRA 
Trucking Code, every truckman 
is required to register all his 
‘for hire’ vehicles with the Code 
| Authority. 


| “In addition, he must 
|the code insignia on every 
| istered vehicle. 
|attention to the fact that viola- 
tion of the code is a violation of 
the Shackno Act and is there- 
fore, a proper subject for police 
| action.” 


The penalty provided for in the 


reg- 


tion continues. 








Contrary to popular | 


“The entire efforts of the code 
authority for this trade is being | 
its | 


that the progress of enforcement | 


to the law by the majority of | 


display | 


I wish to call | 


act is $500 for each day the viola- | 
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Vesper Said 90% of 31,000 Dealers Support Code 
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‘twelve car makers will be represented on the second floor of the Grand Central Palace this year from 


| Jan. 


Pro- Cate Votes 


Increase Ratio 





(Continued from Page 1) 


5 to 12. 


In Balloting 


Show is sponsored by New York Goatees. 


-|ADN Offers - Revised Set 
Of Code Ballot Questions 


Criticism directed at the type 
of questions asked in the ballot 


| believing the advantages of work- | 0x which has appeared in the 


ing under the code outweigh the | 7 
| necessity of the extra detail work. | Daily News 


latest two 


has charged that 


| Voters holding an opposite opin- | these questions are leading and 


| ion numbered 79, with two refus- 
| ing to answer. 


In voting on the question of | 
whether the dealer believed 90 | 


| per cent enforcement could be 
| obtained, 
| could, 80 thought such a possi- 
| bility extremely remote, and 


| three did not give an expression. 


Reducing the code to its wages 
and hours provisions seems, at 
the present time, 
| with the voters. Twelve of the 
127 would not comment on this 
query. 67 were for the reduction, 
and 48 stated the code should be 
left as it now stands. 


Business appears to be picking 
| up with the dealers, at least inso- 
| far as the answers to the better 
| off today question shows. Where 
last week 31 dealers reported a 
| worse financial condition today 
|than a year ago, and only 12 
| were in a better position, this 

ratio has declined sharply. With 
|each voter replying to the ques- 
tion, 48 stated they were better 
off than at the time the code went 
|into effect, and 79 replied “No.” 
From a ratio of nearly five to two 


to approximately eight to five. 


and the District of 
Pennsylvania dealers 


in 31 states 
Columbia. 

cast 10 ballots. 
| were in favor, and five opposed. 
Five ballots from Ohio showed 





are standing by it. Four votes 
| from Florida are equally divided. 
|From far away Tacoma, Wash- 
|}ington, comes the lone report 
that this dealer is heartily in 
| favor of the charter. 


New York State leads at the 


Of these 10, five | 


44 said they believed it | 


| last week, the result has dropped | 


Ballots included in today’s com- | 
pilation have come from 83 cities | 


|four opposed with one in favor. | 


A like number from Missouri | 
showed all five opposed. 

| Seven Lone Star votes have 
been tabulated. Of these, four | 


are not in favor of the code, three | 


| present time in poll returns, with | 


| 16 ballots counted. Ten of the 16 
are opposed to the code, and the 
| other six remain in favor. 


Letters and telegrams for and 
against the present poll being 
conducted by this paper appear 
on pages 16-17-18 of this issue. 
We apologize to those whose 
letters we are unable to print 
due to space limitations. These 
letters will appear in subse- 
quent issues. 


a popular idea | 


were designed to elicit 
negative to the code. The original 
questions were suggested by a 
dealer in Leaksville, N. C. To 
clear up any feeling or misunder- 
standing as to the motive of ADN 
| we have asked a prominent code 


answers 


Dealer Code Ballot 


1.—State whether or not the 


benefit to you since its inception, taking into consid- 
eration any extra overhead charges, detail work or cost 


of securing business? 


Yes 


2.—State whether or not in y 


pliance can be obtained? 


Yes 


3.—Assuming that all marketing provisions of the code were 


eliminated and only wag 
mained, are you willing 
wages and hours? 

Yes 


4.—Are you satisfied with the code as it now stands? 


what would you suggest to 
Yes 


Suggestion 


5.—Have you regularly attended code meetings? 


Yes 


6.—Have you made monthly reports to your code authority 


regarding your used car t 


Yes 


issues of Automotive | 


, attorney to revise these questions 
so that they will not suggest 
answers and would give a fair 
picture of the dealer sentiment 
toward the code. The revisions 
| suggested are reprinted below and 
| dealers are invited to express 
|their views through this ballot. 
The last two questions had been 
added by ADN. 


We should like also at this 
time to disavow any connection 
whatever with any other group, 
association, committee or what 
have you in publishing this poll. 
The questionnaire is being pub- 
lished by ADN at the behest of 
readers in an effort to present 
both sides of the code question 
from the dealer’s standpoint. We 
have no axe to grind and we are 
not supporting or being supported 
by any movement to. revise, 
modify or eliminate the code. 

The revised questions 
follows: 


are as 


code has resulted in financial 


No 
our opinion 90 per cent com- 
No 


es and hours provisions re- 
to contribute and pay NRA 


No 
If not 
improve it? 


No 


No 
ransactions? 


No 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
predjudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 


Us. 
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Where ADN Stands on the Code—and Why 
(Continued from Page 1) 


forced to allow the full book value for all used cars. Even 
if this were true the book value quoted would be far below 
the pre-code competitive bids made by dealers in open 
competition for the prospect’s “old iron.” If this latter 
statement is not true, then upon what grounds do object- 
ors claim the code hampers their style by limiting their 
right to bid as they please? On the other hand, the first 
statement is not true. Dealers are not forced to pay full 
book values for cars. If dealers do so merely because a 
competitor is doing so, it shows very poor salesmanship, 
bad judgment, an utter lack of confidence in the worth of 
the product they are selling and an utter lack of con- 
fidence in their own ability to convince the buyer that 
while he is getting less for his used car he is getting a 
much better product in the new car. 

The code does not replace or displace the judgment of 
the dealer in running his own business. It merely sets 
limits, based upon the composite experience of all dealers, 
and within which a dealer is perfectly free to exercise his 
better judgment, with safety for himself and his 
neighbors. 


Another objection is about enforcement. Enforcement 
is or should be a minor problem. First, you objecting 
dealers should understand that the code is not designed 
to hamper you in any way. It is designed to help. It 
represents the composite experience and intelligence of 
the best dealer minds in the country. It can hamper you 
only if you attempt to conduct your business in a way 
that is not along sound business lines and principles as 
laid down in the code. Your code is tailored to your trade 
by expert tailors. If it does not fit you, did you ever stop 
to think that you may be the misfit—not the code? Poli- 
tics enter into code enforcement to be sure. Politics enter 
also into code compliance. Let’s throw off our political 
feelings and look upon the code as a non-partisan develop- 
ment, designed by dealers of all political faiths with one 
sole purpose, to end bad practices in the business of sell- 
ing motor cars. 

As a concrete example of what has been done we find 
that, on a national basis, the average dealer losses from 
used car transactions during the first seven months of this 
year totaled $6.50 per car against an average of $86 per 
car in the first seven months of 1933. This fact alone 
justifies the faith we have in the code. We have greater 
faith that the majority of dealers appreciate the benefits 
that can come to them through strict compliance and we 
feel that others will follow this wise example. 

It is possible that some resentment to the code may 
have resulted from a false sense of power assumed by a 
few code administrators, with the result that dealers felt 
they were to be hammered into line rather than invited to 
come in of their own free will. We do not think that this 
originated at the top. If we were to make any criticism 
of Fred Vesper, we would say that he is laboring under a 
theory, perhaps, that all men are as honest and sincere as 
he is himself. 

This is our stand on the code. It will be our stand until 
we receive definite indication that the code is not func- 
tioning to the best interest of the dealers as a whole 
throughout the country. Meanwhile, we maintain and in- } 
sist that good newspaper practice demands that we pre- 
sent both sides of any controversy arising within our in- 
dustry. We will fight for this right, as we believe that it 


| portunity 





constitutes our chief claim to existence. If this be treason, 
make the most of it. 


FREE 


AIR 


By Cliff Knoble 





AR INTRODUCTIONS. Fac- 

tories spending enormous 
sums in advertising and promo- 
tional activities, in order to 
familiarize quickly the _ public 
with their new products. And 
as usual, about 15 per cent of 
their dealers seizing upon the 
opportunity to benefit by aggres- 
sively inviting attention to them- 
selves as representatives of the 
heavily advertised line. 

* tk t: 
Nominations for the Most Useless 
Thing in the World. 
Efforts to get a lazy salesman 
to make 10 real sales attempts 

per day. 

THE DIFFERENCE between 
theory and practice is well illu- 
strated in the selling business. 
If you can sell successfully, you 
keep on selling; but if you’re a 
swell theorist, you’re billed as an 
expert and hired to teach others. 

* * 


Daffy Definitions 


CAR-TOON — Music from an 
automobile radio. 
* a * 
As long as people insist on 


putting stickers on car windows 
and windshields, here’s one that 
might well be used universally. 
“Let’s Be Courteous!” 
ok ok * 

Sentences Never Seen in an 
Automobile Ad: 

The engineer who designed this 
car has been responsible for a 
couple of failures, but we raised 


H---- with him, and this time 
he’s done a pretty fair job. 
* * + 


PERHAPS ANOTHER REA- 
SON for Gin’ral Johnson’s depar- 
ture was that he was the one 
member of the administrative 
family who left very little doubt 
about where he stood. Out of step, 
and him a general. Humph! 


a oe * 
Tax Fax 
Since 1932, car owners have 


paid $780,000,000 in Federal excise 


taxes. 
Eg K * 


ANOTHER WAY to die a suc- 
cess is to commit suicide at the 
end of a good week. 

+ cad * 


A LAPEL EMBLEM is the 
thing that most automobile sales- 
men will not wear for fear some- 
one will recognize them as auto- 
mobile salesmen. 

* * * 


Queer Queries 


Dear C. K.—How can I keep a 
thief from stealing my radiator 
cap?—Worried Willie. 

Dear Willie: Try spot welding. 


* * * 


NO INDUSTRY in the world 
has such marvelous windows as 
the retail automobile business— 
and makes such meagre use of 
them. With their possibilities 
for influencing millions of pas- 
sers-by, it would not seem unwise 
for the manufacturers to supply 
expert information on methods 
and materials for their more ef- 
fective employment. 

If a factory were to be offered 
the free rental of three thousand 
poster boards— being required 
only to furnish the “paper” 
they’d never get over wondering 
how it happened. But with} 
thousands of dealer windows in 
the country’s choicest locations 

starving of neglect—-and fertile 
with incalculable advertising op- 
“Aw, we got too many 
important things to tend to.” 


Pa * 


Suggestions to Service Men: 
NEVER MENTION that the 
present might be a favorable time 
for the owner to trade in his old 
car, and possibly induce him to 
look at the new models. This 
might result in a sale, and beat 
you out of a steady customer. 





A J oie . a 
~¢ 2% Les 


meni —--. 
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Getting Back on Gold Standard 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Off They Come 

I have just read your editorial 
“Let’s Take Off the Whiskers,” and 
having been in the automobile busi- 
ness for seventeen years, I have 
always opposed the f.o.b. prices as 
advertised by magazines, etc. and it 
makes me more than glad to note 
your stand in trying to eliminate 
this evil in the automobile industry. 

The prospect reads in a magazine 
or newspaper a f.o.b. price of $495, 
walks into a dealership, asks the 
price of an automobile and it is 
priced to him at approximately $625. 
That naturally puts cold water on 
the sale and lots of times, no doubt, 
it is the cause of a loss of sale. 
I hope you will continue to keep up 
this work until the manufacturer 
has been shown it is to his advan- 
tage to set up an advertised de- 
livered at your door. This, to my 
mind, will produce more sales of 
automobiles and will certainly elim- 
inate the ill feeling the purchaser 
has when he comes into a place of 
business and finds there is only one 
price on automobiles and not two 
advertised prices as there has been 
heretofore, i.e. the f.o.b. price and 
the delivered price. 

All I can say is “More power to 
you” in this work until you get 
the matter corrected—F. M. Nelson, 
president Nelson Chevrolet Co., Inc., 
Panama City, Fla. 


Drought Facts 


Egg prices have increased more 
than 50 per cent over a year ago. 

Butter prices have increased over 
35 per cent over a year ago. 

The products severely affected by 
drought are not those producing 


normal national agri- 
For instance, dairy 
products contribute three times as 
much as does wheat. And poultry 
products are at least 50 per cent 
more important.—Red Metzger, The 
Country Home. 


most of the 
cultural income. 


aa si 
We’re Sorry 

I have noticed that the Automo- 
tive Daily News of Sept. 29th car- 
ries an article regarding the Vir- 
ginia Carolina Automotive Jobbers 
Assn. on the NRA program. 

Evidently your informant misin- 
terpreted our resolution, as I am 





enclosing a copy of the resolution as 
it was passed by the body.—Auto 
Spring & Bearing Co., Roanoke, Va. 

“Resolved: That we express to 
the present Federal Administration 
that private business and capital is 
threatened with jeopardy by the 
present activities and contemplated 
activities of the Federal Government 
in establishing and operating manu- 
facturing plants and other enter- 
prises which have and can still be 
successfully conducted by private 
capital and enterprise. 

“Resolved: Further, That the 
Federal Administration be respect- 
fully requested to withdraw from 
these industrial and commercial ac- 
tivities in which it is now engaged.” 


“ones WOrd in 


edgewise” 


By the Publisher 





IF THAT SHIPMENT contains 
two sport coupes and a light de- 
livery instead of the three stand- 
ard sedans you ordered — please 
overlook it! If the wire you sent 
the general sales manager has not 
been answered—please don’t call 
him “high-hat”! And if by chance 
there were no stamps on the in- 
coming mail from Detroit and 
you had to pay postage due— 
please don’t get sore about it! In 
fact, let me here and now offer a 
blanket alibi for all Detroit and 
environs beginning as of Wednes- 
day, Oct. 3, and continuing 
through Monday, Oct. 8, when the 
final game at Navin Field will 
crown Mickey Cochrane’s fighting 
Tigers the World’s Champions for 
1934. In the meantime you will 
simply have to “pardon our 
Southern accent and pardon our 
Southern drawl” because the par- 
ticular section of these United 
States where most of the four- 
wheeled gas-wagons are made has 
gone goofy, daffy, dizzy or nertz, 
as you please, over the venerable 

(Continued on Page 9, Col. 1) 
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Knudsen Outlines His Ideas of Good Foreman 


oOo — ee — 


gradually left the foreman with 


Sees Him as s Important a gang of men with only the 


privilege of being called down for 


C IT d W something, but with st of his 
0g in nt ustrial heel duties criss-crossed i ennnaion 


Detroit, Oct. 5. Responsibilities | 
and duties of Seremnen in General 
Motors plants have been outlined 
by William S. Knudsen, executive | 
vice-president of the corporation, | 
who listed quality, quantity and | 
safety as the outstanding points | 
of emphasis. 


The foreman’s job is more dif- | 
ficult today than it has even been, | 
according to Knudsen, because it | 
is more technical. Manufactur- | 
ing processes are more compli- 
cated and there are more diffi- | 
culties in handling help. Com-| 
petitive problems add to the com- 
plexity. 

Bans ‘Working Foremen’ 

“My first principle is that there 
should be no ‘working foremen,’” 
said Knudsen. “A man is either 
a foreman or a workman. Group 
leaders should be abolished. The 
second principle is that there 
should be some reasonable ratio 
between the number of workers 
and foremen. I believe the ratio 
should be about 20 workmen to 
a foreman. 

“The foreman has two major 
duties. The first is his duty to 
the article being made and the 
second is his duty to his men. 
The second is the more important 
of the two. 

“At times, we have had to 
choose between a man of high 
ability, technically, and a man 
with somewhat less technical abil- 
ity but more able to handle help, 
which in itself is an art. In the 
latter case, he must have suffi- 
cient knowledge to be fully con- 
versant with the quality and what 
is a reasonable quantity to be 
expected. Above all, he must be 
a man. 

Must Know Job 

“We must have foremen who} 
fully understand their position so 
that when men are fired they have 
good reasons, and the men must 
stay fired. The foremen must 
know their men; there can be no 
question about this. I believe in| 
the old saying: ‘An army is as 
good as its non-commissioned 
officers.’ 

“I believe there should be one} 
man to give the foreman orders. 
This does not mean that we can- 
not give him information, instruc- 
tion or suggestions, but there 
should be a definite person to give 
him orders. This relates not only | 
to his materials, but to his tools, 
quality, costs and safety. Definite 
lines of authority should be estab- | 
lished, so the foreman will know | 
what he is expected to do and can 
properly represent his men. 

“The class of work has much 
to do with the way to train fore- 
men. The foreman should know 
exactly what the requirements for 
quality are, and should be fur- 
nished with the proper drawings 
to check his memory whenever 
he desires. He is also respon- | 
sible for quantity, and should be 
told what is expected of him. | 
There is no value in boosting the 
quantity or discounting the re- 
quirements to a foreman. 


Needs Leeway 

“The personnel department has | 
the responsibility of filling requi- 
sitions made by the foreman for 
men. If the human material out 
at the gate is not what the fore- 
man wants, I am in favor of giv- 
ing all possible leeway to get him 
the type of man he needs. In those 
plants where we have had the 
best foreman control, there has 
been the least labor trouble. And, 
first of all, the personnel depart- 
ment should have a good, up-to- 
date file of the inefficient and 
shiftless, so that even in times of 
shortage, we do not get these men 
back in the plants. 

“I feel that we are not getting 
a new deal in industry but that 
we are going back to the old 
deal in industry which existed 
previous to the extreme rapid de- 
velopments of industry subse-| 
quent to the war. I refer to the/! 
shop management which dealt 





with men in great masses right’ COLLIER’S - WOMAN’S HOME COMPANION - THE AMERICAN MAGAZINE - THE COUNTRY HOME 


| tion lines of other kinds. He 
after the war rather than with| couldn’t hire his men, sometimes 
the department. he couldn’t fire them. Most of 

“I refer to the practice which| the time he had little to do with 





t 


» 


* 


aa 


“...and that’s why we talk football” 


They “Stand Up and Cheer” at the ping of the pig- 


skin. Yet football is only one of the interests of the 
modern woman. 

To win respect and enthusiasm her magazine 
must be much more than a technical journal of 
home management. That is why she has given 
Woman’s Home Companion the largest circulation 
in its field. 

She likes its terse presen- 


tation of household news— 








the planning of the job he had| lem and it should be our problem 


in charge, and often the tools | for years to come. The biggest 
were never inspected by him until| thing before industry is to get 
the job was set up. better management out of all de- 

“The industrial science I look| partments, and through co-oper- 
forward to will be the relationship | ative methods give more and bet- 
that we establish on the basis of | ter work, so that the public’s in- 
co-operation between the men and| terest in our product can be re- 
the foremen. Here is our prob-| tained and out future assured.” 








| 


F -«- In the October issue of Woman’s 


Home Companion—a football article 
by Glenn S. (“Pop”) Warner. WHY? 
Because a third of the Companion 
readers ... who answered a recent 


questionnaire ... are football fans. 


homemaking—its personalized response to service 
requests; she likes even more its constructive 
attitude toward her development as an individual. 

The Companion’s alignment with the expanding 
interests of its readers touches the maker of every 
woman-bought product and service. The more 
active the woman, the keener her shopping appetite. 


Her new wants mean new wealth, for advertisers. 


WOMAN'S HOME e A woman can do more than 


is ‘e@) mM Nn 1O Nn manage a home—provided she 
its professional authori a 
I authority on does that well 
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Ne eighborhood Sales: and Service Plan Aids Jobbers 


Detroit Jobber - Reports 
Good Dealer Support 


By E. M. LUBECK 

aes merchandising methods in the motor car 

business brought about by the neighborhood service 
and sales stations is bringing about a change in the sales 
methods of the parts jobbers and distributors of acces- 
sories and equipment. To keep step with the dealers in 
their new program many distributors and parts men have 
already effected changes not only in their business rela- 





over the installation siaiesl 
and make such changes as al 
be needed. As a result of ou 
service to the dealer we have 
shown a handsome increase in 
our volume of sales.” 

An equipment organization 
handling brake adjusting appar- 
atus as well as wheel aligning | 
machines has a crew of men| 
showing the dealers how to sell 
aligning jobs. They stress the| 
importance of proper wheel align- 
ment to minimize tire wear and 
to obtain correct operation of 
ears which through improper 
wheel alignment are not safe to 


New York, Oct. 5.—Nomination 
of William B. Stout as president 
of the Society of Automotive En- 
gineers for the 
year 1935 was 
announced to- 
day by John A. 
C. Warner, sec- 
retary and gen- 
eral manager of 





tions with the new type dealer, but have changed their 

own selling set-ups and are re- ¢——_____—_ 

modeling their sales departments. | 
“Quick service on all makes of 

cars,” the slogan of the neigh-| 

borhood service stations, is being 

translated by the jobber and ac-| picture, he must be on the alert 


cessory men to mean quick serv- | ang the first thing he had to do 
ice on his part to the dealer. was to aid the dealer in making 
It is also being translated to mean quick sales by showing the dealer 
better service to the dealer and| pow to sell this or that item to 
his men in the form of better in-| the car owner. 

struction on how to sell the parts 


or accessories and just how to| 7 4 No High Pressure 
make installations which will o not mean that high pres- 


mean more efficient operation of | SUTe sales tactics are needed but 
the accessories sold to the car| plain simple facts about the ar- 
owner. ticle being presented. Then, again, 
Sue Soret Aids I saw that because of the limited | 
Quick Service Aids stocks of items which the aver- 

The first step in aiding the 


age service station can carry be- 
neighborhood dealer is the ability | 


0 7 : cause of the station’s physical | 
to give the dealer quick action/| limitations, I would have to ren- 
on service the dealer requires 


der quick delivery. To carry on 
and to do this, it is being ob-| 


from that point I added a fleet of 
served, the parts and accessory | light delivery trucks so that the 
man is providing quick delivery | 


time of delivery to the dealer is 
by means of fast and light trans-| made as short as possible. Three 
portation units. Some of the job-| of my trucks are in daily contact | 
bers and accessory men have even| with the dealers and I always 
gone in for small fleets of light| have at least one in reserve for | 
trucks so as to have the parts! special delivery service. In this 
or required units at the dealer’s| way, with the trucks making the 
place of business as quickly as 


e U daily calls and carrying a com- 
possible after an order is placed. 


plete line of batteries and other 

Heretofore, supplying dealers| accessories, I am now able to} 
was a matter of several days be-| keep up with the dealers’ wants. 
fore delivery of the units was) 


S| “However I find that beyond 
made. Today the wholesaler is| this point there is another service 
becoming quick service minded. 


| which I must render. First I have 
He has seen the improved selling 


to show the dealer, and his men, 
methods of a dealer when con-| just how to sell the items and 
tacting with the car owner and in | just how to cut the selling time 
turn has come to realize that if} down to the shortest possible sales 
he wants to hold the dealer’s pat- | talk. To do this I have started 
ronage he must act quickly. Com-| a series of sales presentations 
petition for the dealer’s business! and have the dealers and their 
is not only reaching a point where 


' L | men come down to my place. 
speedy service is paramount, but,| For example, the other night on 
in turn, the parts and accessory 


a battery sales talk and demon- 
man must be in position to sup- 


stration, I had 156 men, repre- 
plement any work that the deal-| senting not only the dealer him- 
er’s service department may not! self but his salesmen and his 
have fully completed, by creating! service men as well. 
a service department of his own. 


. . Uses Demonstration 
In Detroit, where the neighbor-| «On this particular occasion we 
hood service and sales stations 


, , had a Willard battery frozen in 
are growing up over night, there| 4 cake of ice, We showed the 
are several examples of the 


; ° ““| men what it meant to an owner 
changes being brought about in on a cold winters day and then 
the parts and accessory distribu- 


t coined gave them our version of selling a 
ors organizations. | man who might be in the need 
Changes Program 


of a new battery. We showed the 
Notable among these is the up- | 


men that the battery which is in- 
to-date methods recently installed | Stalled at the factory is a proper 
by the George Balk Sales Co., dis- | one, but we called their attention 
tributor of nationally known bat- | 


portunities to sell tires, batteries 
| and other items which the car 
owners need. I realized that if 
the accessory man is to be in the 


to the present day loads being 


teries, tires, heaters and other| placed upon batteries by radios, 
accessories. Two months ago | heaters, defrosters and other ac- 
Balk, in his contacts with his re-| cessories and that in many cases 


a larger capacity battery is 
needed and then with the selling 
talk we demonstrated just how 
to sell the owner the advantages 
to himself of having a larger bat- 
tery installed. 

“We do the same thing on tires 


tailing dealers, sensed a need for 
a service department in his or-| 
ganization to supplement’. the 
dealers in installing certain acces- 
sories or in selling them. Having 
vision of what it would mean to 
his own men in the way of added 


sales, Balk changed his business | and the other accessories which 
establishment to conform to the| we supply the dealers and the 
new order of merchandising. His point that pleases me is that | 


every one who comes to our meet- 
ings goes away and is prepared | 
to sell whatever the dealer has 
for sale in much better fashion 
than ever before. 
Dealers Like It 

“There is another thing which 
I am pleased with and that is 
the way the dealers are taking 
to our supplementary service. We 
do not rely on the dealer making 
100 per cent installations of some 
accessories. Consequently, we} 
have an open house for not only | 
checking up on the work which | 
the dealer may need and for any 
owner who may not be getting 
full satisfaction from any unit 
he may have purchased. We go 


equipment installation service sta- 
tion was revamped. He has now 
provided for a drive-in and stalls 
for dealers’ cars or dealers cus- 
tomers’ cars, where the equipment 
or accessories may be inspected 
and fully checked for proper in- 
stallation. Balk’s business, be- 
cause of this service to the deal- 
ers, has increased by leaps and 
bounds. 

His own story tells just what 
is being accomplished: “Three 
months ago,” says Balk, “I noted 
the dealers in this area changing 
to more modern selling methods. 
I saw how they were planning for 
closer contacts with the owners | 
and that it meant increased op- 








| to 4,412, as against 4,007 deliveries 
| recorded for the preceding week. 





drive. They are discounting the 
old methods of holding a stick in 
front of the wheels and doing a 
great educational job with car 
owners by showing them by scien- 
tific methods where the wheels 
are at fault. They claim that 86 
per cent of the average accidents 
today are due to improper align- 
ment. 

In rendering this service to 
dealers, sales of wheel alignment 
equipment have increased tre- 
mendously in the past months. 
They claim that as the last three 
months of the year are the ones 
which show the greatest percent- 
age of accidents, the neighbor- 
hood service station men have the 
best possible opportunity to sell 
wheel aligning jobs on the basis 
that with icy and slippery streets 
in these months no car driver can | 
afford to overlook the need of 
safety for himself and his family. | 


Sales at Retail 
Continue Climb 


For Dodge Force 


the Society. One 
of the most ver- 
satile of the de- 
signing en- 
gineers and ex- 
ecutives in the 
automotive and 
aircraft indus- 
tries, Stout is celebrated as the 
protagonist of the all-metal air- 
plane and most recently as the 
designer of a light-weight rail 
car which embodies many points 
of motor-vehicle and _ aircraft 
construction. 


Nine vice-presidents, one repre- 
senting each professional activity 
of the S. A. E., were nominated 
at the same time. The nomina- 
tions were: C. H. Chatfield, as- 





Wm. B. Stout 








Complete Volume 
On Die Castings 
Now Published 


New York, Oat. 5. 
Chase, well known automotive 
engineer and former engineering 
editor of Automotive Daily News, | 
is the author of a book entitled 
“Die Castings” which has just 
been published by John Wiley & 
Sons, Inc., of this city. Although 
the book contains much of an 
engineer’s knowledge of die cast- 
ings, it is written so as to inter- 
est all concerned with the design, 
composition, application, specifi- 
| cation, purchase, test and finish- 
|ing of die-cast products. 
| Since automotive manufactur- 
ers are believed to be the largest 
consumers of die castings and 
nearly every American car con- 
tains from a few pounds up to 
about 50 or more pounds of die 
| castings, this product bears inter- 
|} est to the industry. Die castings 
rank among the least expensive 
and most useful parts in the av- 
erage automotive vehicle. They 
include many structural or me- 
chanical parts as well as others 
whose function is partly or chiefly 
decorative. One zinc-alloy die 
casting, perhaps the largest ever 








Detroit, Oct. 5.—Sales of pas- | 
senger cars and trucks made by | 
Dodge dealers showed a further | 
increase in the week ending Sept. 
29 in which deliveries amounted 


The week’s delivery figure of 4,412 
vehicles includes 1,378 Dodge pas- 
senger cars, 1,182 Dodge trucks, 
and 1,852 Plymouths. 

Compared to the previous 
week’s sales, the business for the | 
week ending Sept. 29 shows in- 
creases of 5.4 per cent for Dodge 
passenger cars, of 5.5 per cent for 
Plymouths, and of 25.3 per cent 
for Dodge commercial cars and 
trucks. 

Deliveries made by Dodge deal- 
ers during the week bring the 
year-to-date sales volume well 
within reach of the 200,000 mark, 
the precise figure being 193,714; 
this, compared to the 142,272 sales 
on record for the corresponding 
period of 1933, places the 1934 


delivery volume 36.2 per cent! made, weighs 33 lb. and forms a 

ahead of that of last year. complete windshield frame. Other 

- | parts, some zinc, some aluminum, 

ane ’ , y | some brass, lead, tin or magne- 

August Car mates. Show | sium, are made in sizes weighing 

4,000 Gain in Michigan | from a fraction of an ounce up to 
Lansing, Oct. 5.—Sale of new| ™any pounds. 


motor cars in Michigan in Au- In preparing this book, Chase 


gust was more than 4,000 units| has had the co-operation of prac- 
greater than in the same month| tically all the leading producers 
in 1933, according to records of | °f die-casting alloys as well as 

that of the leading producers of 


the department of state. In all,| ‘ aoe 
13,540 certificates of title were is-| die castings and of the finishes 
used on them. 


sued during the month on new 
cars, compared with 9,469 in 
August, 1933. 


Roto-Cam Co. Moves 





Sale of used cars, decreased . * 
slightly, titles on 34,039 being Piston Ring Plant 
transferred, while in August,; New Philadelphia, O., Oct. 5.— 
changed | The Roto-Cam Mfg. Co., which 


1933 36,249 titles were 

. ——.- manufactures all kinds of piston 
rings, has been moved from Cam- 
bridge to this city and will begin 
operations shortly, employing 60 
men. The company reports or- 
ders for 20,000 rings and soon ex- 
| pects to operate two shifts a day. 
Equipment valued at $10,000 has 
|been installed in the factory 
building here. 


Minnesota Solons May 
Lower Freight Rates 
St. Paul, Minn., Oct. 5.—The 
Minnesota railroad and ware- 
house commission has announced | 
that it will soon hold a hearing on | 
the question of establishing a low- | 
er scale of truck rates for haul- | 
ing boned beef, frozen beef and| Officers of the company are 
other commodities by the state | D. C. Kirkland, Akron, president; 
emergency relief administration. | Walter Smutz, New Philadelphia, 
Reduced truck rates on meats| vice president; F. C. Chilton, 
and other foodstuffs will prove a| Akron, secretary and general 
considerable help in meeting the | manager and R. A. Youngen, New 
problem of supplying food to the | Philadelphia, treasurer. Ed Mil- 
poor. | ler, this city is assistant manager. 


Herbert | ™ 





Nominate Stout to Hend 
Automotive Engineers 


sistant director of research, 
United Aircraft and Transport 
Corp. (of Conn.) — representing 
aircraft engineering; Philip B. 
Taylor, chief engineer, Wright 
Aeronautical Corp.—representing 


aircraft-engine engineering; C. L. 
Cummins, president, Cummins 
Engine Co.—representing Diesel- 
engine engineering; D. P. Barn- 
ard, assistant director of research, 
Standard Oil Co. (Ind.)—repre- 
senting fuels and lubricants en- 
gineering; L. P. Kalb, chief en- 
gineer, Continental Motors Corp. 
—representing passenger-car en- 
gineering; C. O. Richards, body 
engineer, Cadillac Motor Car Co. 
—representing passenger-car- 
body engineering; V. P. Rumely, 
Hudson Motor Car Co.—repre- 
senting production engineering; 
T. C. Smith, engineer, motor- 
vehicles and construction appar- 
atus, American Telephone & Tele- 
graph Co.—representing transpor- 
tation and maintenance engineer- 
ing; and C. O. Guernsey, chief en- 
gineer, J. G. Brill Co.—represent- 
ing truck, bus and railcar en- 
gineering. 

David Beecroft, manager of the 
New York Office, Bendix Avia- 
tion Corp., has been nominated 
for his third term as treasurer. 

All officers of the Society are 
ex-officio members of its Council, 
the governing body. Three mem- 
bers at large have been nomi- 
ated to serve on the Council for 
the 1935-1936 term. They are F. 
C. Horner, assistant to the vice- 
president, General Motors Corp.; 
Harry T. Woolson, chief engineer, 
Chrysler Corp.; and Austin M. 


Wolf, consulting engineer, New 
York. 
The 1935 Council will include 


also three members elected for 
previous terms: J. B. Fisher, chief 
engineer, Waukesha Motor Co.; 
J. M. Crawford, chief engineer, 
Chevrolet Motor Co., and J. F. 
Winchester, co-ordinator and su 
pervisor of motor equipment, 
Standard Oil Co. of N. J. 

Dr. H. C. Dickinson, chief, di- 
vision of heat and power, Na- 
tional Bureau of Standards, who 
was president of the Society in 
1933, and D. G. Roos, president 
during the 1934 term will serve 
ex-officio on the 1935 Council. 


To Keep Sales Messages 
From Series’ Broadeast 

Detroit, Oct. 5—-Commenting on 
the arrangement by the Ford Mo- 
tor Co. to furnish play-by-play re- 
ports on the 1934 World Series be- 
tween the Detroit Tigers and St. 
Louis Cardinals over a nation- 
wide radio hookup, Edsel B. Ford, 
president of the Ford Motor Co., 
today said: 

“The series broadcast was ar- 
ranged by us to bring this inter- 
esting national event to the entire 
American public. We want every- 
body who cannot attend the base- 

ball games to hear them over the 
radio as our guests. Because of 
the fact that the public has been 
invited to hear the games as Ford 
guests, the interest will not be in- 
terrupted by unwarranted com- 
ment concerning the sponsors of 
the broadcast or its products.” 


Charles E. Sargent 

Indianapolis, Ind., Oct. 5.— The 
death of Charles E. Sargent, ‘72, 
prominent in national engineering 
circles, is reported here. He was a 
member of the American Society of 
Mechanical Engineers and of the 
Society of Automotive Engineers. 
Originally a farm machinery sales- 
man, he entered the general engin- 
eering business at Chicago. In 1912 
he came here as chief engineer of 
the Lyons-Atlas Co. and later held 
the same post with the Midwest En- 
gine Co. Since 1921 he has been 
engaged in engineering research for 
various companies throughout the 
country. In 1907 Mr. Sargent won 
the Scott medal presented by the 
city of Philadelphia for his complete 
expansion gas engine. 
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Ford Ltd. Will Proceed 


With Burnaby Plant Plan 


Vancouver, B. C., Oct. 4. 


Def- | } 


inite announcement that the Ford | 


Motor Co. of Canada would pro- | 
ceed with comprehensive plans 
for development of a large auto- 
mobile industry on the site it ac- 
quired for this purpose in Bur- 


naby, near the city limits of Van- | 


couver some years ago, aS soon as 
business warrants, was made dur- 


ing the recent visit to Vancouver | 


of Wallace R. Campbell, 


Canada. Campbell added that if 
business continued to expand at 
the rate experienced in the last 
12 months the plan would soon be 
required. During his stay at the 
Coast, Campbell, and other of- 
ficials who accompanied him from 
Ford, Ont., inspected the Burnaby 
site. 

Campbell asserted that his com- 
pany’s business in Vancouver 
alone had during recent months 
more than doubled that of the 
corresponding period last year, 
and volume was equally satisfac- 
tory all over Canada in connec- 
tion with Ford Co. sales. 

He pointed out, however, that 
business in 1933 was in the trough 
of the depression, and consequent- 
ly a substantinal upturn would 
have to be experienced before 
definite announcement could be 
made with regard to the Burnaby 
development, which he described 
as “a major investment requiring 
very careful consideration.” 


Accompanying Campbell on his | 


Dominion tour were R. M. Sale, 
assistant general sales manager; 


A. S. Ellis, general service man- 
ager, and H. G. McCoy, of the 
N. W. Ayer advertising agency. 


The party’s arrival in Vancouver 
and Victoria marked completion 
of their Canadian tour, and they 
returned to Ontario via Seattie 
and Chicago. 


presi- | 
dent of the Ford organization in | 





Nelson Chevrolet Co. 


Has Star Sales Force 
Chicago, Oct. 5.—A high com- 
pliment to the Nelson Chevrolet 
Sales, Inc., sales organization is 
paid in Regional Sales Record, 
issued for the Great Lakes region 
of the Chevrolet Motor Co. This 
publication points out that four 
of the five leading salesmen in 
Chicago this year are members 
of the Nelson Chevrolet force, 
and that all of them have al-| 
ready qualified for the 100-Car | 
Club. 

With sales cars, A. H. 
Cooper is top man, followed by | 
G. L. Carlat with 452. Next | 
comes S. Chapman of the Clark 
Maple Chevrolet Sales, 
R. H. Winslow of Nelson Chev- | 
rolet, with 290, is fourth, and J. | 
H. Farrow, a fellow salesman, is 
fifth, with 280 units. The records | 
set by the Nelson Chevrolet force | 
bear out predictions made sev- 
eral months ago by R. A. Balcom, 
vice-president and general sales 
manager of the company, in an 
interview granted to ADN. 


of 864 


with 356.| ceive 


Final Pay ment 
To Wheat Farm- 
ers is 100 Million 


Washington, Oct. 5. 
$100,000,000 is about to be 
tributed to the 


dis- 


- Another 


cent per mile for maintenance. 


| 


farmers of the | 


United States by the Agricultural | 


Adjustment Administration. 

The sum represents the 
payment of the 1933 wheat crop 
adjustment program together 
with the first installment of that 
on the same crop planted—and 
not planted 
amount of the two payments, at 
the rate of 20 cents a bushel, is 
$98,000,000 according to George E. 
Farrell, chief of the wheat sec- 
tion of the AAA. 

The first 1934 crop payment is 
due this month under the terms 


of the wheat contract. It will 
represent an aggregate of $70,- 
000,000. The remaining $28,000,- 


000 is the final installment of the 
1933 payment. Only the auditing 
of compliance certificates remains 
before the actual distribution of 
checks begins. 


Minneapolis Mechanics 
May Go Out on Strike 


Minneapolis, Minn., Oct. 
By a vote of 169 to 32, Minne- 
apolis automobile mechanics have 
authorized the advisory board of 
local 382, International Assn. of 
Machinists, to call a strike unless 
employers agree to arbitrate de- 


5. 


| mands for improvement in work- 


ing conditions. The action was 
taken by secret ballot. 
Decision to give the board 
power to call a strike came after 
the union had requested the Twin 
City Automobile Dealers’ Assn. 
and the Twin City Automotive 
Maintenance and Parking Assn. 
to appoint a committee to meet 
with representatives of the me- 


chanics to discuss changes in 
working conditions. The associ- 
ations replied that they were 
trade associations and had no} 
power to act in matters of this 
kind. 


' $15,000,000 Will Go 


To Beet Sugar Growers 


Washington, Oct. 5.-Beet sugar 
growers numbering 100,000 will re- 
a boost of $15,000,000 in 
their 1934 income as a result of 
a program undertaken this week 
| by the Agricultural Adjustment 
Administration. 


The program, announced by 
Chester C. Davis, AAA admin- 
istrator, involves the payment, in 


advance, of $1 per ton on normal 
yield for co-operating in acreage 
reduction this year. 


Where the Trucks Will Show 
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Third Floor om ary ‘Grand Central Palace shows the 


space for commercial vehicle exhibits with Chevrolet and Ford taking | 
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allotment of 


5, under dealer guidance. 


this Fall. The actual | 








| Plymouth cab fleet in April. 
final 


Plymouth Fleet 
Of Taxicabs Sets 


Economy Record 


Chicago, Oct. 5.—A new buying 


Detroit, Oct. 5.-Setting a spec- | plan for jobbers is receiving seri- 


tacular record for economy, a/ ous consideration by members of 
fleet of ten Plymouth taxicabs | the Motor and Equipment Whole- 
has been operated 125,000 miles} salers Assn. When adopted, 
on the streets of Birmingham, | the plan is expected to prove a 
Ala., for one one-hundredth of a! sensation and will be in a nature 


of what is referred to as 


F. S. Dunlap, manager of the 
Dunlap Yellow Taxi Service of 
Birmingham, declares that he has 
spent a grand total of $13.78 for | 
maintenance since he bought the 


present competitive conditions. 

Details of the plan, 
at MEWA headquarters, are not | 
ready for announcement, but 
probably will be shortly. 

The groundwork for the pro- 
| gram was laid here in June when 
directors of the association, in 
the words of the current MEWA 
Times, “authorized a study in- 
tended as a basis for recommen- 
dations to members on the buy- 
manship operations of their busi- 


“Not so much as a spark plug 
has been replaced on the motor 
and not one penny spent for re- 
pairs,” said Dunlap. ‘“Twenty- 
five cents has been spent for mis- 
cellaneous repairs. 

“Nothing has been spent on 
batteries, steel bodies or safety 


glass. Nothing has been spent ness,” 
for tire repairs. an : ‘ 
“Despite the many stops and On several occasions in the re- 


cent past, this publication has 
voiced with emphasis the fact 
that in order to be able to ‘sell 


starts made by the taxicabs in 
the course of business a gas mile- | 
age of 14.5 miles to the gallon | 


| 


a pro- | 
tection to jobbers in the face of | tion and action by the board in 


MEWA Has New Buying 


Plan Under Consideration 


which members of the trade are 
faced; it stresses the incontro- 
vertible fact that one must buy 
right in order that he may sell 
right; it emphasizes that quality 
merchandise must at all times be 
carefully guarded, and it makes 
definite proposals for considera- 


formulating suggestions to mem- 


it is stated | bers. 


“Different methods must be de- 
| vised to meet the competition 
|of inferior goods than those re- 
quired to meet competition on 
merchandise identical with, or of 
equal quality to, that sold by 


| jobbers when such merchandise 
|is sold by competitive channels 


on a distinctly lower price basis. 
The facts would seem to prove 
conclusively that the jobber is 
paying for many products a price 
believed to be unduly in excess 
of that paid for identical mer- 
chandise by his competitors.” 


C. W. Studebaker 


has been maintained.” right’, particularly in a highly | s 5 _C 
ae competitive market, one must | outh Bend, Ind., Oct. 5—Clem- 
/ , ‘buy right’ within the meaning of ent W. Studebaker, 73 years old 
Win Safety Award all that term implies,” states the | a Ta aS 
Detroit, Oct. 5.—A certificate of | official publication of the MEWA. | denly in his automobile ‘here Mon- 
merit has been presented by the Referring to a report of the | day. He was the son of Henry 
ee oe on nin — committee, to the board of direc- | Studebaker, one of the five broth- 
to every driver lin, the Cadillac Mo- tors on Sept. 12, the statement is | ¢FS, who began building wagons in 
* Car ¢ any’s lee 0 : + q_| the slacks shop, expanding i 
safe driving during the first six | made that it “embraces consid | eventually into a factory now rep- 
months of this year, according to| eration of the nature and extent | resenting the largest industry in 
H. Frater, personne! director. of competition in price with| the city. ’ 


Ww. 








BUT how should they be designed and built 
TO SELL THE MOST CARS? 


prospects. 


@ Alert motor car dealers today do not question sales appeal 
the advantages to be gained by modern neighbor- 
hood and feeder service stations. The idea has 
been sold. Hundreds of these modern stations 
are in successful operation. 

what 
built? 


for 


The vital question to be answered is 


type and design of station should be 


Dealers are naturally turning to Austin 


assistance . . . for Austin has had wide experience 


in the designing, engineering and building of 


industrial and commercial structures for the 


Automotive Industry. 
Austin Neighborhood Stations are distinctive, 
have 24-hour 


modern, attention-compelling ... 


SERVICE STATION DIVISION 


of the car manufacturer, 


template modernization or complete 


multiply your 


They are highly colorful, night or day, because 
of their: porcelain enamel walls and other attrac- 
tive features. Individual designs and trade-marks 


oil and gas marketer 


and dealer are closely duplicated. Austin Stations 
are custom-built yet standardized for economy. 
They are permanent yet movable and salvage- 
able. Costs range from $1,000 to $100,000. 

The Austin Company, with offices from coast 
to coast is prepared to apply its complete service 


to your individual problem whether you con- 


new sta- 


tions. Phone, write or wire 


THE AUSTIN COMPANY 


Engineers and Builders 
for the Automotive Industry 
Cleveland, Ohio, U. S. A. THE 
AUSTIN METHOD 





If you desire to cooperate with your dealers in the 
promotion of neighborhood sales, the Austin plan 
will be of interest and value to you. Austin Engi 
neers will gladly discuss any plant extensions or 
service station construction you may contemplate 


. and without obligation. Over 
rience in every type of industrial and commercial 
building, places Austin in a position to give you and 
your engineers practical assistance. 
involves no obligation. 


Offices in Principal Cities 
DETROIT, MICH: 2842 West Grand Blvd. 


Phone MAdison 8874 


50-years’ expe- 


Consultation 
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Many New Developments 


Displayed at Metal Show 


New York, Oct. 5.—Automotive 
engineers, metallurgists and ex- 
ecutives who attended the Na- 
tional Metal Exposition and the 
National Metal Congress, which 
closes here Sunday have seen 
many new developments of im- 
portance to their industry. Nearly 
every exhibit contains some prod- 
uct used by automotive manufac- 
turers, and not a few of these 
may be expected to effect econ- 
omies or to result in better 
automotive products or both. 


Although the steel companies, 
whose exhibits are, as usual, 
among the largest and most im- 
portant in the show, have some 
new developments of importance 
to the automotive industry, few 
of these are emphasized. Much 
stress is placed on stainless and 
other corrosion-resistant steels 
which appear to appeal more to 
non-automotive than to automo- 
tive manufacturers, although con- 
siderable use for these products 
in automobiles has been found. 
The steel companies report that 
practically all automotive output 
is still confined to the standard 
SAE steels, with emphasis placed 
on holding close limits and con- 
trolling grain size in efforts to 
reduce costs and to maintain uni- 
form quality in the product. The 
United States Steel Corp. has a 
special exhibit devoted to grain 
size and its effects on the struc- 
ture and properties of certain of 
the steels it produces. It is also 
placing stress on its high-tensile 
steels for light-weight construc- 
tion in the transportation indus- 
tries. 


Republic Steel Corp. shows sev- 
eral automotive products, includ- 
ing forgings and bearings, and is 


also stressing grain size and 
harden-ability. It also reports 
furnishing much steel for use 


in independent wheel suspension 
systems, much of this being fin- 
ished by centerless grinding. 
Most of the makers of alloying 
elements for steel, such as nickel, 
molybdenum, vanadium and tan- 
talum also have exhibits in which 
the advantages of the respective 
alloys are pointed out. Some of 


Hudson Wage, Material | 





these displays include automotive 
products. 

Many of the most important 
exhibits are those devoted to non- 
ferrous alloys. Of these, none 
is more interesting than that of 
the New Jersey Zine Co. which 
features numerous die castings 
used by automotive producers. 
These include what is probably 
the largest die casting yet pro- 
duced, a Cadillac windshield 
frame weighing 33 pounds, pro- 
duced by Ternstedt, and what is 
believed to be the thinnest die 
casting, mamely a_ sparkplug 
shield with sections only 0.015 
in. thick, die cast by the Schultz 
Die Casting Co. 

Die castings made from alum- 
inum bronze and from other cop- 
per-base alloys of high strength 
are being shown by the Aurora 
Metal Co. These are not pressure 
castings but are produced by a 
process in which the die is filled 
under a vacuum. They include 
a few automotive die castings, 
such as pivots for ventilating 
wings, and are among the strong- 
est die castings available in any 
metal. 

There are a score of exhibits 
devoted to welding and cutting 
and to the various methods, ma- 
terials and equipment employed 
in this work, many of which are 
used in certain classes of auto- 
motive work to good advantage. 

Instrument manufacturers, 
nearly all of whom serve the 
automotive industry in some way 
are well represented, as_ usual. 
Their exhibits include, besides 
instruments for measuring 
strength, hardness and _ other 
physical properties, many for 
temperature measurement and 
others for recording temperature 
and pressure and for maintaining 
these within desired limits. Sev- 
eral types of optical instruments, 
and some X-ray equipment is also 
on exhibit. 

Makers of stampings, including 
stamped grilles for automobiles, 
and of screw-machine products, 
hand tools and other specialties 
have interesting exhibits, and 
producers of lubricants, cutting 
fluids, refractories and chemicals 
were also represented. 


Costs Increase 149% 





Detroit, Oct. 5—With produc- 
tion of the Hudson Motor Car 
Co. registering a gain of 109 per 
cent during the first eight months 


of 1934, its bill for wages, ma- | 


terials and supplies during the 
same period, which represents the 
company’s contribution to the 
prosperity of the nation, increased 
by 149 per cent, it was revealed 
today by the company. The com- 
pany also said the fact that its 
average employment since Jan. 1 
was more than double that of a 
year ago. 

For wages, salaries and pur- 
chases of all materials, equipment 
and supplies, the company spent 
a total of $41,007,000 during the 
eight months ended Aug. 31, an 
increase of 149 per cent compared 
with expenditures of $16,519,000 
reported for the same period in 
1933. These figures do not include 
freight rates on car deliveries 


from factory to user, which is 
paid for by the purchaser. 
The company’s payroll alone 


during the period aggregated $10,- 
925,000, an increase of 161 per 
cent compared with a total of 
$4,182,000 for the first eight 
months of 1933, the increase be- 
ing due partly to higher wages 
and partly to a 109 per cent in- 
crease in employment, the aver- 
age employment being 10,599 men 
this year against 5,056 a year ago. 

The company’s bill for ma- 
terials, equipment and _ supplies 
thus far this year aggregated 
$30,082,000, an increase of 143 per 


cent compared with a total of | teenth 
eight | fourteenth to Hudson with 41, and 
fifteenth to Nash with 39. 


$12,337,000 for first 


months of 1933. 


the 


ae - 





September Sales 
In Cook County 


Top °33 Record 


Chicago, Oct. 5.—New car reg- 
istrations in Cook county for Sep- 
tember showed an increase over 
the same month last year, with 
4,914 units as compared with 4,386, 
but declined as compared with 





August of this year, when the 
total was 6,521. 
The drop in September as 


against August was attributed to 
days lost by Labor Day pause. 


Only two makes of ears, 
Graham and Auburn, turned in a 
gain over both August of this 
year and September, 1933. 


Gains over September of last 
year were shown by Ford, Chev- 
rolet, Oldsmobile, Buick, Stude- 
baker, Hudson, Nash and Pierce- 
Arrow. 

Ford continued to lead with 
1,295 units, and Chevrolet again 
was a close second with 1,220. 


Third place, as usual, went to 
Plymouth with 669; fourth to 
Oldsmobile with 305; fifth to 


Dodge with 288; sixth to Pontiac 
with 265; seventh to Buick with 


222; eighth to Studebaker with 
105; ninth to Chrysler with 75; 
tenth to Terraplane with 73; 


eleventh to De Soto with 63; 
twelfth to Packard with 49; thir- 
to LaFayette with 47; 


Pontiac Names 
Bathrick Aide 
To Sales Chief 


Pontiac, Mich., Oct. 5.—D. U. 
Bathrick, for the past year De- 
troit manager for the National 
Broadcasting 
Co., has been 
named assistant 
general sales 
manager of the 
Pontiac Motor 
Co., effective 
Oct. 1. 

In his new 
appointment, 
Bathrick re- 
sumes the same 

o title he held for 
D. U. Bathrick 18 months until 
the formation of 
BOP in April of 1932. He will 
now share the position of assist- 
ant to A. W. L. Gilpin, general 
sales manager, along with C. P. 
Simpson. Although no territorial 
division of the United States is 
contemplated, both men will act 
as general assistants. 

Bathrick is a native of Battle 
Creek, Mich., and was a member 
of the class of 1918 at the Univ- 
ersity of Michigan. When the 
United States entered the World 
War, he left school and spent 18 
months with Marines overseas. 








New Car Sales 
In West Canada 
Have Aug. Gain 


Montreal, Can., Oct. 5.-August 
sales of cars in Eastern Canada 
show Ford in the lead with 907. 
and Chevrolet following with 895. 
Dodge, Plymouth and Oldsmobile 
are the only other makes with 
sales of more than 200 cars in 
August, their totals being 361, 339 
and 281 respectively. 

Total sales of all makes num- 
bered 3,524 in August as com- 


pared with 3,157 in August last | 
year, a gain of only 11.6 per cent 


as compared with the increase of 


49 per cent in sales for the year 


to date. 

Sales of leading makes 
total of all makes by provinces 
are shown in the following tables: 


August 8 Months 

1934 1933 1934 1933 

Ford . a¢ See 705 9,559 5,484 
Chevrolet ...... 859 903 10,703 7,997 
SE secesdaann Oe 361 4,400 2,811 
Plymouth ...... § 339 306 4,466 2,430 
Oldsmobile ..... 281 51 2,029 593 
Sr 151 138 1,613 1,304 
Terraplane ..... 133 122 1,318 815 
EE sskavane 119 180 1,616 1,916 
FEMGROR  occcsces 77 5 776 99 
CR scepene 66 125 1,221 835 
Studebaker ..... 8 54 744 609 
eee 39 26 441 214 

Sales by Provinces: 
Ontario 2,265 27,657 18,923 


666 8,520 
1,300 
2,473 

256 


40,206 


5,785 
G84 
1,477 
150 
27,019 


Ee ree 
N. Brunswick .... 13 
Nova Scotia : 
Pr. Ed. 


Island .. 27 30 
Total 3,5: 


Chevrolet Motoreade to 


Carry Chicago Veterans 

Chicago, Oct. 5—American 
Legion delegates from Chicago to 
the national convention at Miami, 
Fla., Oct. 22-25, will make the trip 
in a motorcade of 75 new Chev- 
rolets, Five trucks will follow the 
caravan carrying baggage and 
band instruments. 

The Chevrolet Motor Co. has 
donated this huge fleet, with blue 
bodies and gold wheels, the Legion 
colors, and the sides of each car 
will bear the insignia of the 
veterans’ organization. On ar- 
rival at Miami, the cars will be 
used as “Official Courtesy” cars 
to take care of the Legion’s dis- 
tinguished guests who will attend 
the convention. 


Rapid Photo Service 

Detroit, Oct. 5—New records were 
established today in the speed of 
handling sound films of the World 
Series. Pictures are being shown 
tonight in the leading theatres of 
Detroit by the Universal Talking 
News Reel Service. 

The laboratory work is_ being 
handled by Wilding Picture Produc- 
tions, Ine., who are not only sup- 
plying Detroit theatres with the 
Universal Service but are also send- 
ing reels to New York by special 
airplane to be shown on Broadway 
tonight. 


and | 





Farmers’ Cash Incomes 


972 Million in August 


Washington, Oct. 5.—Cash in- 
come of farmers from sales of 
farm products, AAA benefit and 
rental payments, and from cattle 
bought by the government totaled 
$572,000,000 in August, or $78,000,- 
000 more than in July, and $159,- 
000,000 more than in August last 
year, according to estimates by 
the Bureau of Agricultural Econ- 
omics. Income from these 
sources during the first eight 
months of this year totaled $3,- 
642,000,000, or $717,000,000 more 
than during the corresponding 
period last year. Income from 
sales of farm products alone the 
remainder of this year will, it is 
expected, exceed that of the same 
period last year when _ sales 
totaled $1,965,000,000. 

The estimated income for Au- 
gust is composed of $499,000,000 
from sales of farm products, $47,- 
000,000 from the AAA, and $26,- 
000,000 from emergency purchases 
of cattle by the government in 
the drought areas, making a total 
of $572,000,000. Income for July 
was made up of $463,000,000 from 
sales of farm products, $20,000,000 
from the AAA, and $11,000,000 
from sales of cattle to the gov- 
ernment—making a total of $494,- 
000,000. 


SKIDDING 





In August last year the | 


income was $134,000,000, composed 
of $412,000,000 from sales of farm 
products, and $1,000,000 from the 
AAA, 

The estimated income for the 
first eight months of this year 
is made up of $3,389,000,000 from 
sales of farm products, $215,000,- 
000 from the AAA, and $38,000,000 
from sales of cattle to the gov- 
ernment—making a total of 
$3,642,000,000. Income for the 
same period last year was made 
up of $2,924,000,000 from sales of 
products, and $1,000,000 from the 
AAA—maktng a total of $2,925,- 
000,000. For the eight months, 
income from sales of farm prod- 
ucts alone was $465,000,000 more 
than in the corresponding time 
last year. 


The bureau sees. indications 
that the high point in farmers’ 
cash income will be reached, as 
usual, in September and October 
this year, but it is stated that 
the increase over preceding 
months may be smaller than in 
past years. The point is made 
that whereas farm prices have 
advanced sharply, farm market- 
ings are just beginning to decline 
as the result of the marked re- 
duction in output. 


is to blame for 


2 TIMES 


AS MANY 


ACCIDENTS 


as blowouts and 





punctures combined! 





T 


records. 


HIS fact is straight from insurance 


And Goodyears—with grip in the center of 





the tread—stop a car 77% quicker than 
smooth, worn rubber—14 to 19% quicker 
than other new tires tested against them. 


Perhaps that explains why the new ‘‘G-3” 


—with 43% longer non- 
skid mileage—is the larg- 
est-selling tire in the 


world. 


MORE’ PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND? 










‘s 












New York, Oct. 5.—With the 
approach of its 30th year of ac- 
tivity, the Society of Automotive 
Engineers is planning a series of 
events to augment its record of 
service to the industry and fit- 
tingly commemmorate its achieve- 
ments of the past three decades. 


Typical of the vigor and in- 
terest which will animate the 
Society’s program for the coming 
year is the fact that the sessions 
of the annual meeting to be held 
in Detroit, Jan. 14 to 18, extend 
through five days rather than the 
usual four. This has been made 
necessary by unusual demand for 
full consideration of current en- 
gineering problems in the auto- 
motive field. 


“It indicates,” according to John 
A. C. Warner, secretary of the 
Society, “that the 30th anniver- 
sary of the SAE will prove to be 
coincident with a year of far- 
reaching technical advancement 
in the art of automotive engin- 
eering.” 


Inaugurating a year of unusual 
significance, the society will hold 
its 30th anniversary dinner at 
the hotel Commodore in New 
York on Jan .7, during the week 
of the New York Automobile 
show. Features of the dinner will 
be in keeping with the spirit of | 
re-dedication which will mark | 
all the 1935 activities of the so- 
ciety. At this dinner announce- 
ment will be made of the election | 
of officers for the new year. 

For the third consecutive year, | 





SAE Planning 


Program for Coming Year 


Elaborate 


an engineering display will be an 
instructive and valuable part of 
the society’s annual meeting. 
Early reservations by manufac- 
turers of materials and fabricated 
products promise that all avail- 
able space in the display will 
be occupied. The exhibits will 
be placed in the Book-Cadillac 
Hotel, where the annual meeting 
sessions are to be held, and will 
extend through the whole period 
of the meeting. 


Included in the annual meeting 
program will be a dinner under 
the joint sponsorship of the gen- 
eral society and its Detroit sec- 
tion. Plans for this, and the 
other events in the January 
calendar of the society are matur- 
ing rapidly under the direction 
of Alex Taub, chairman of the 
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Kettering Looks Forward 
In New G. M. Booklet 


New York, Oct. 5.—“I cannot 
help but feel that in a very short 
time we are going to break loose 
another great piece of basic in- 
formation which will keep us 
industrially busy for a great many 
years to come,” declares Charles 
F. Kettering, vice-president in 
charge of research, General Mo- 
tors Corp., in the foreword of a 
review of the effects of research 
on automobile development, just 
published by General Motors Re- 
search Division. 


According to this booklet en- 
titled “Research—An Eye to the 
Future” guesswork on automo- 
biles has been largely eliminated 
by three types of research. One 
is the laboratory research work 
of the engineers; another is the 
practical testing of the product 
at the Proving Ground; and third 
is the systematic questioning of 





Steady Advertising Plan 
Aids Dodge Truck Sales 


Detroit, Oct. 5.—While calling 
attention to the fact that the 
complete commercial car and 
truck registrations for the first 
seven months of the year show 
an increase of 88 per cent over 
registrations for the correspond- 
ing period of 1933, J. D. Burke, 
director of truck sales of Dodge 
Brothers Corp., also points out 
that the gains in Dodge truck 
registrations alone amount to 
nearly three times that record, 
or 231 per cent. 

Burke’s opinion, that the truck 
business will hold up well for the 
remainder of the year, is not 
based solely on the satisfactory 
showing achieved so far this 
year. He deduces even greater 
business potentialities from the 
realization, amply supported by 


the surface of the demand for 
truck transportation that actually 
exists. And it is because of this 
conviction that Dodge _ truck 
plants are stepping up their pro- 
duction schedules for the final 
quarter of the year, to higher 
outputs than for any fourth 
quarter in the company’s history. 


Burke considers Dodge truck 
advertising an important factor 
in bringing about a fair share of 
the gains in Dodge truck regis- 
trations, which advertising has 
been carried on _ consistently 
throughout the season, and will 
be continued, he says. Being no 
believer in mousetrap theories of 
customers besieging dealers’ 
showrooms, Burke says “With the 
increase in business that we have 
already had and the very en- 





meetings committee, | car owners as to their needs and 


under the authority of President | desires, known as customer re- 
D. G. Roos and the SAE Council. | search. 














“a word in 
edgewise” 


(Continued from Page 4) 


old pastime commonly called 


baseball. | 
* * * 


AND YET, STRANGE as you 
may weigh my words, you are | 
going to get better designed, bet- 
ter built and better sold auto- | 
mobiles and trucks in 1935 be- | 
cause Detroit won the World’s 
Series! Make me prove it? 
Motor vehicles are after all mere- 
ly so many pounds of metal, | 
rubber and chemicals. Without 
the God-given touch of the human 
mind and hand, these materials 
would still be inanimate. No/| 
human ever designed or built or 
sold without enthusiasm and en- 
thusiasm is more contagious than 

* small-pox. So when a great in- 
dustrial section is stirred to its 
very bottom by any all-impelling 
motive, whether it be war or 
sports; when so-called Capitalists 
and Laborers find out for them- 
selves by crowding, yelling and 
cursing together that they, like 
“Judy O’Grady and the Colonel’s | 
Lady are all alike under the skin” 
you bring out something in hu- 
man beings that no scientist has 
ever been able to weigh or 
measure or isolate and which for 
a better word, we call Enthusiasm. 
Once you've got it, whether in a 
nation, a city or an organization, 
nothing under Heaven can stop 
you. Mountains of obstacles van- 
ish before it. Foreboding trou- 
bles are only childish spooks at 
which to poke fun at. 

+ * as 


IT IS PROBABLY LUCKY for 
the United States that the Giants 
did not win the National League 
pennant. It is a good thing for 
business that the great battle- 
ground of this year’s World’s 
Series is the heart of America 
from the Alleghenies to the Rock- 
ies. Neither the Atlantic nor the 
Pacific seaboards have felt the 
devasting hands of bank failures 
and the fiery breath of drouth as 
we in the great heart of America 
have. We needed just what this 
World's Series is giving us and no 
matter where you make your liv- 
ing from the automotive business, 
you are going to capitalize on it. 
Whether the cats or the canaries 
win—WE WIN!—G.MS. 













current field investigations, that | couraging outlook for the balance 
the present increase in truck| of the year, 
sales does little more than scratch | market is there if we go after it.” 





NO CHANGE EXCEPT 
TO IMPROVE 


N, CHANGE unless quality is im- 


proved — or maintained. 

This Ford manufacturing axiom is 
as old as the Ford Motor Company 
itself, 

A recent example of how it works, 
to the advantage of the man who sells 
and the man who buys a Ford car, is 
the new cast alloy-steel crankshaft. 

This shaft is the result of years of 
exhaustive research and experiment 
by Ford engineers. 

Before entering production it was 
subjected to the test of actual road 
service over a period of years. 

Today the new crankshafts are a 
proved success. 

In reversed stress tests, which im- 
pose a strain much more severe than 
actual service, these crankshafts have 
shown more than twice the 
life of the forged shafts for- 
merly used. The new cast 


shafts also further deaden vibration, 
thuscontributing io engine smoothness. 

In making this contribution to im- 
proved quality in Ford products, a 
new material, new melting and cast- 
ing practices and special manufac- 
turing and testing methods were 
developed. 

At first the new shafts cost much 
more to produce than the former 
forged shafts. Eventually it is ex- 
pected that they will cost less. 

But in the meantime the quality of 
the Ford V-8 has been improved, 
assuring increased good-will on the 
part ‘of purchasers. 

Another forward step has been 
taken in the continuous process of 
making the Ford automobile a more 
satisfactory car for the public to own, 

and therefore a much more 
profitable product for the 


dealer to sell. 





we are sure the 





10 


South Bend, Ind., Oct. 5.—Sev- 
eral changes in personnel and 
headquarters of sales executive 


were announced here today by C. 
H. Wondries, manager of truck 
Sales of the Studebaker Sales 
Corp. of America. 

J. L. Engels, formerly sales pro- 
motion manager, truck division, 
has been transferred for field 
work to the position of district 
truck manager, Cleveland Branch. 

H. O. DeBoer, formerly district 
truck manager at Chicago, has 
been transferred to the home 
office truck division as_ special | 
representative. He will spend | 
most of his time in the field, as- | 
sisting the sales efforts of Dis- | 
trict Truck Managers through 
group dealer meetings. 

Jay Rathbun has been appoint- | 
ed district truck manager at At-| 
lanta branch succeeding M. H. | 
Sinnott. Sinnott has been trans- 
ferred to Louisville as district 
truck manager for certain terri- | 
tory under the Cleveland and 
South Bend branches, succeeding 
O. E. McIntyre, who has resigned. 

E. J. Frederick, formerly dis- 
trict truck manager at the Cleve- 
land branch, has been trans- 
ferred to the St. Paul Branch, | 
where he will act in the same} 
capacity, succeeding W. Vander | 
Meulen. Vander Meulen has been | 
transferred to the Chicago branch 
as district truck manager, suc- 
ceeding J. Swanson. Swanson will 
remain in the Chicago branch as 
district truck manager taking 
over the territory formerly 
handled by DeBoer. 

H. R. Perkins, formerly district 


Action Is Filed 
Against Kansas 
Code Violator 


Wichita, 
Williams, 


Kan., 
head 


Oct. 5. 
of the 


ce 
Williams | 


“Motor Co. of Anthony, Kan., has | 


been made defendant in an equity 
action filed in United States dis- 
trict court at Wichita for alleged 
violation of the code of fair com- 
petition for the motor vehicle re- 
tailing trade. 


The action was brought by S. 
S. Alexander, United States dis- 


trict for Kansas, pursuant to sec- 
tion three, title I of the National 
Industrial Recovery Act, which 
provision was designed to enjoin 
and restrain violators of that act. 

The government alleges that 
Williams is in violation of article 
10, section b, paragraph two, has 
regularly and continuously since 
Dec. 23, 1933, offered, now offers 
and continues to offer a discount, 
gratuity and commission to cus- 
tomers for purpose of inducing 
such customers to purchase auto- 
mobiles. 

An injunction enjoining and re- 
straining Williams from selling 
new cars for less than permitted 
by the code or accepting in trade 
at an allowance in excess of that 
described by the code is asked by 
the government. 


It is alleged that Williams 
would offer purchasers of new 


cars more for their old cars than 
was allowed under the official! 
used car guide value 


Cleveland Show Dates 
Set For January 12-19 
Cleveland, Oct. 5. ~ Cleve- 
land’s 1935 Automobile Show 
will be held the week immediately 
following the opening exhibition 
in New York. The first show of 
the year opens Jan. 5 in New 
York and Cleveland’s motor ex- 
position is scheduled for Jan. 12 
to 19 in Public Hall 
Announcement to this effect has 
been authorized by the show com- 
mittee of the Cleveland Auto- 
motive Trade Association, under 
whose auspices the display will 
be held. Members of the organi- 
zation’s show committee are: 
G. B. Ehrman, C. A. Bailey, S. C. 
McDonough, Dan Nolan, George 
H. Lyon and Al Reeke. 
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Studebaker Announces 
Truck Division Change 


terri- 

and 
J. M. 
truck 
branch, 


truck manager for certain 
tory under the Cleveland 
Washington branches, and 
Foster, formerly district 
manager at Philadelphia 
have resigned 


$90,000 Super Service 


Station in St. Paul 
St. Paul, Oct. 5.—A new two- 
story super service station, which 
will involve an investment of 
more than $90,000 is being built 
at Fourth and Washington streets 
by Goodyear Service, Inc. Con- 
struction is to be completed by 
Dec. 1. 
The structure will contain 10,- 
000 feet of floor space. The serv- 
ice rooms will have the latest in 


tire and battery shop equipment | 


lubrication lifts 
including pres- 
guns for 


as well as two 
with equipment 
sure and hand grease 
specialized lubrication. 





‘Plans Completed 
‘For Annual NSPA 


Meeting Nov. 16-17 


Detroit, Oct. 5—At a meeting 
of the program committee of the 
National Standard Parts 
held in Cleveland on Sept. 
plans were completed for 
association’s annual two-day con- 
vention to be held at the Hollen- 
den hotel, Cleveland, Nov. 16-17. 

Included on the official sched- 
ule are an opening general ses- 
sion on Friday morning, followed 
by separate divisional meetings 
for jobbers and manufacturers on 
Friday afternoon. To accommo- 
date an extended list of important 
subjects upon which N. S. P. A. 
jobbers have asked for discussion, 
an extra jobbers’ divisional ses- 
sion will be held on Friday eve- 
ning. 

General sessions again on Sat- 
urday morning and Saturday 
afternoon will bring the meetings 
to a close. 


12, 





| 


Both general and_ divisional 
sessions, the N. S. P. A. report 





| 


| states, will devote special atten- | 
tion to the matter of meeting the | 


increasing competition from car 
factories and chain stores and 





mail order houses, as well as to | 


the subject of retail parts 


lservice sales by automotive 


Assn. | 


the | 


wholesalers. 


On Tuesday, Nov. 20, 
show week, N.S. P. A. will spon- 
sor a conference of the secretaries 
of local and regional groups of 
automotive wholesalers from all 
parts of the country. 


On Tuesday evening, the asso- 
ciation will hold its annual sales- 
men’s convention session for all 
manufacturer and jobber sales- 
men and their employers, regard- 
less of association affiliations. 
Included on the program of this 


event will be the presentation of | 


four prize winning papers written 
by salesmen and read by their 
writers, to whom awards of free 
round trips from their home 
towns to Cleveland will be made 
by N.S. P. A. 


and | 





Alabama Group to Ask 
Reduction in Fuel Tax 
Montgomery, Ala., Oct. 5 (UT- 
PS).—Elimination of all municipal 
and county fuel oil taxes and re- 
duction of the six cent gasoline 
tax will be the goal of the Ala- 
bama Petroleum Industries Com- 


| mittee during the 1935 legislature 


during | 


meeting in January. 


Among the other proposals is 


| equalization of state and county 
| gasoline pump licenses and prohi- 
| bition of the use of oil tax re- 





ceipts for any other purpose than 
road and bridge construction. An- 
other proposal would deprive 
municipalities of gasoline taxes 
but would make the state the col- 
lecting agency to return monthly 
a one cent tax on all gas sold in- 


| side the city limits. 


New Piston Plant 


Detroit, Oct. 5.—Steelcraft Dis- 
tributors of Detroit, Inc., has been 
organized for the manufacture and 
sale of piston rings, motor parts, 
ete., with a capital stock of $1,000 
all paid in. 


ea EEE 


We are building 


The present management of the Pontiac Motor Company is not 


deceiving itself as to the process of building a sound and endur 


ing business. 


We believe that all activities and all hope of growth must b 


based on a good car. A car which not only represents a com 


petitive value at a competitive price—but one that enjoys u 


fullest measure that priceless quality of known dependability 






| pected, for autumn is the time 
| when the high-priced cars move 
heavily. Cadillac registered 17 to 


Wayne County’s 
September Sales 
Below 1933 Mark 





LaSalle having 18 as against 10. 
Lincoln, Graham, Nash, Oldsmo- 





10 last year in September, with | 


| bile and Hudson also recorded 





Detroit, Oct. 5—-A marked drop 
in Wayne county registrations 
over the same month last year is 
recorded in the DADA report on 
September titling. Whereas, Sep- 
tember, 1933, showed the registra- 
tion of 3,974 cars, last month the 
total only was 2,078. But it should 
be remembered that 
last year was unseasonal, 
retail sales running high. This 
year to date, however, is much 
better than the same period last 
year—49,861 to 38,737. 


| gains. 


| in September, 1933. 


September 
with | 


The drop this September is par- | 


ticularly noticeable in the low- 
priced group, Ford, Chevrolet and 
Plymouth each showing consider- 
able loss. Ford continues to lead 
the field with 870 to 1,583 last 
year, with Chevrolet second with 
322 to 631 and Plymouth third 
with 287 to 569. 

The quality group, 
showed gains, as is 


however, 
to be ex- 


Commercial vehicles continued 


to show increases, with 379 to 295 
The total for 
the year to date is 4,734 to 2,097. 


Williams, Dye, Limbach 


On GM Institute Board 
Flint, Oct. 5—-Members of the 
advisory committee of the Gen- 
eral Motors Institute which op- 


ened Sept. 24 are: D. E. Williams, | 


of Buick; Charles F. Dye, AC 
Spark Plug; F. J. Limbach, Chev- 
rolet, and W. J. Blair, Fisher 
Body Corp. 


Beginning this year the insti- | 


| tute will offer a four year major 


course in accounting, the same 


| as that of a college. A similar 
type of course will be business 
administration, with the usual 


courses of secretarial, 
mathematics, and shop also being 
offered. 


business, | 
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Chevrolet Names Bragle 
To New England Post 


Detroit, Oct. 5.—Chevrolet Mo- 
tor Co. has announced the ap- 
pointment of H. K. Bragle as 
manager of the 
New England 
region, with 
headquarters at 


Bragle, 
who succeeds 
W. M. Packer, 
goes to the New 
England region 
from Detroit, 
where he served 
as zone man- 
ager. 

Bragle has 
with Chevrolet in various 
since 1922, when he 
New York City as a 
and has been 


Mass. 








H. K. Bragle 


| been 
capacities 
| started in 
retail salesman, 


sales promotion manager in Bal-| 


Syracuse, regional 
sales promotion manager at St. 
Louis and Oakland, Calif., and 
manager of the Tarrytown, N. Y., 
zone. In 1932, Bragle was ap- 
pointed manager of the Chicago 
zone 


timore and 
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Federal Aides to Speak 
At Truck Assn. Meeting 


Washington, Oct. 5.—The Gov- 


|ernment’s role as partner in the 


trucking industry will be ex- 


Cam br idge, | 


Milwaukee. Gas Dealers 
Fight Marketing Order 
Milwaukee, Oct. 5.—-Major oil 
companies operating in Milwau- 
kee county and the Retail Gaso- 
line Dealers Assn. of Milwaukee 
are preparing to defy an order of 
| the state department of agricult- 
ure and markets fixing a new gas- 
oline price level here in an effort 

to end an existing price war. 
The order of the commission is- 
sued Oct. 1 recognizes the de- 
mand of the independent track- 
side dealers to sell for less than 
| those handling “branded” gaso- 
line. It permits the independents 
to sell the unbranded gasoline 
one-half cent a gallon less than 
that charged for corresponding 

| grades by the other operators. 





a strong 
dealer organization 


Then, if the car measures up to that standard, every other fac- 


tory policy will obviously be based on equally sound thinking. 


The present Pontiac 8 is that kind of car. We know it. Our 


dealers know it. The public is accepting the fact more and more 


every day. And as the news gets about, desirable dealers are 


being attracted to the Pontiac franchise. 


We are on our way to building a strong retailing organization. 


PONG 
PROFIT 


If you are interested in acquiring the Pontiac 
franchise, please communicate with A. W. L. 


for 





Gilpin, Vice-President and General Sales Man- 


ager, Pontiac Motor Company. Your communi- 


cation will be regarded as strictly confidential. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 


A DIVISION OF GENERAL MOTORS 








plained to members of the indus- 
try at the annual meeting of the 
American ‘Trucking Assns. in 
Chicago by representatives of sev- 
eral Federal departments. 

The assistance that NRA is giv- 
ing to the industry will be de- 
scribed by Charles P. Clark, act- 
ing deputy administrator of the 
transportation — section, former 
general manager of the American 
Automobile Assn., and identified 
with the automobile industry for 
20 years. 

Dr. Isadore Lubin, commission- 
er of labor statistics, Department 
of Labor, will be another Federal 
official on the program, Dr. 
Lubin will speak on labor statis- 
tics and how they can be utilized 


by the trucking industry. Two 
specific studies of labor in the 


trucking field recently have been 
completed by Dr. Lubin’s bureau, 
one relating to hours and wages, 
the other of State laws governing 
labor conditions in the field. 

A third speaker on the conven- 
tion program will be Sydney J. 
Williams, director of public safe- 
ty, National Safety Council. His 
subject will be “A Practical Safe- 
ty Program for the Average 
Truck Operator.” 


Wichita Dealers 
Expect Sept. to 
Outsell August 


Wichita, Kan., Oct. 5.—Wich- 
ita motor car dealers are elated 
over continued sales increases, 


and some predict their sales this 
year will reach 1929 proportions, 
or even better. September is 
destined to be the banner month 
of 1934. 

Lower priced automobiles are 
setting the pace, but medium and 
high priced machines are also 
coming in for their share of 
glory. All dealers report substan- 
tial increases in sales over last 
year. Every month during 1934 
has shown advances in the num- 
ber of cars sold. 

At the Price Auto Service Co., 
Ford dealers, it was stated that 
sales so far this year have been 
230 per cent greater than for the 


same period in 1933, and even 
larger than in 1932 and 1931. 
“We expect to better the 1929 


record, which was our peak year,” 
the sales manager said. 

Hobbs Chevrolet Co. officials 
reported September as being “the 
best month in the history of our 
organization,” and they expect to 
smash 1929 records. 

Taking a step upward, in the 
higher but still moderate priced 
car, the Gridley Motor Co., Pon- 
tiac dealer, also holds an _ opti- 
mistic view on business. This 
month's sales have surpassed last 
September’s “most gratifyingly 
and we expect further increases 
before the end of the year.” 

The R. D. McKay Motor Co. 
reports an unusual increase in 
higher priced motor cars, espe- 
cially Chrysler sixes and Airflows. 
“August was our top month,” the 
sales manager said, “but Septem- 
ber is going to be much better.” 
Sales on Plymouths, in the lower 
bracket, also are showing up well 
over last month. 

J. Arch Butts, dealer in Cadil- 
| lacs, Oldsmobiles and LaSalles, 
reported “sales are holding up 
nicely and we are showing a 
large gain over last year.” 

Up to the first of September, 
2,485 cars had been sold in 
Wichita, which is more than the 
total for either 1931 or 1932. 


Virginia Inspection 
Richmond, Va., Oct. 5 (UTPS). 
The semi-annual inspection period 
for all motor vehicles in Virginia 
| is Oct. 1 to Nov. 1, the State division 
| of motor vehicles has announced. 
| The law requires that every motor 
| vehicle in use be given an examina- 
| tion for mechanical defects and any 
| defects corrected. A windshield sticker 
and a certificate are given owners 
of cars which have passed the test. 
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The News of Automotive Advertising 
By RAY BLACKWELL 


"A 
Ryan for the Dodge Co. 


in Dodge cars than 
makes are being drafted into ad- 
vertising copy. 

The campaign is about to begin 
in 200 newspapers in 150 cities 
and also in such magazines as the 
Saturday Evening Post, Colliers, 
Popular Science Monthly, Popu- 
lar Mechanics, Fortune, American | 
Weekly and Forbes Magazine. In 
the trade paper field copy will 
appear in Automotive Daily News, 
and one other trade publication. | 

An interesting phase of the 
campaign is a series of reading 
notices in the dailies, so set as to | 
resemble news stories, which are 
expected to arouse the interest of 
the public in this important 
Dodge feature. 

* * * 


FORD'S broadcasting of the 
world series has apparently 
whetted the interest of other car 
manufacturers in the advertising 
possibilities of sport broadcasts. 
Chevrolet for instance has sched- 
uled a series of foot ball broad- 
casts that promises a real treat 
for gridiron fans this fall. Under 
their sponsorship followers of 
Chicago and Northwestern will 
hear all home games over KYW 
in Chicago. The Minnesota 
Gopher fans will hear all of their 
home games over WCCO Minne- 
apolis while the supporters of 
Michigan may hear not only home 
games over WWJ, WJR and 
WXYZ and the Michigan net 
work, but can enjoy listening to 
the Minnesota, Chicago and Ohio 
State games at the visitors sta- 
diums, by direct wire to these 
same Detroit stations. Plans also 
call for foot ball broadcasts from | 
WIP in Philadelphia covering 
University of Pennsylvania games 
and from stations in the south 
and southwest covering outstand- | 
ing sectional games. 

* * * 


DON U. BATHRICK formerly | 


th Dimension 





UTO fatigue” researches conducted by Dr. Andrew 
H. Ryan, well known physiologist, to prove the easy 
riding qualities of Dodge cars are the basis of an advertis- 
ing campaign which is being conducted by Ruthrauff & 
The fatigue tests, it is pointed 
out, furnish ammunition for a most unusual broadside 
and the doctor’s findings that the total impairment of 


drivers because of fatigue is from 52 to 65 per cent less 
in other@—— 


| tomotive 


whole. 
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Detroit manager of the National 
Broadcasting Co., returns to his 
old love the automobile business 
and to his old job assistant gen- 
eral sales manager of the Pon- 
tiac Motor Car Co. Succeeding 
him as N. B. C.’s Detroit man- 
ager is Robert H. White formerly 
advertising manager of Pontiac 





and more recently Detroit man- 
ager of Life Magazine. 


Campbell to Address 
Indianapolis SAE Men | 


Indianapolis, Ind., Oct. 5.—‘“Au- 
Development of the 
United States Army” will be the 
subject of an address by Major | 
L. H. Campbell of the ordnance | 
department of Rock Island ar-| 
senal of the U. S. army before the 
first fall meeting of the Indiana | 
section, Society of Automotive 
Engineers at the Athenaeum here | 
next Thursday night, according 
to announcement made by Col. A. | 
W. Herrington, new chairman of 
the section and president of the 
Marmon-Herrington Co. | 

Other new officers of the sec- | 
tion for the 1934-35 season in- 
clude: Vice-chairmen, Herman 
Winkler, assistant chief engineer, 
Schwitzer-Cummins Co.; William 
K. Creason, chief engineer, Ross 
Gear & Tool Co., and Dan G. Tee- | 
tor, chief of manufacturing, Per- 
fect Circle Co.; treasurer, P. A. | 
Watson, vice president, Duesen- 
berg, Inc., and secretary, Harlow | 
Hyde. 


Far West Leads 
Washington, Oct. 5.—Sales in | 
the Far West were 17% per cent | 
larger in August, 1934, than in| 
August of the preceding year, as 
compared with an increase of five 
per cent for the country as a 
The South showed a gain 
of only one and one-half per cent. | 





Truck Cae Sade San 


“Crack Down’ Proc 


isan tasainninialiieemeaiiiatoes ; 





Washington, Oct. 5.—The truck- | 
ing industry code authority| 
cracked down this week in its | 
first truly militant attack for code 
enforcement. 

Its particular target was George 
W. Shanks jr., Seattle, Wash., 
truck operator. 

The case against Shanks fully 
measures up to the specifications 
set forth 
Authority’s instructions to State 


| ures for the Amplex division of 


| of about 40 per cent for the first 


in the National Code | 


groups, namely to go after the big | 


operators in a big way. This much 
is indicated in the seven allega- 
tions against Shanks. The code 
authority alleges that he: 

Refused to register his trucks 
and display the code insignia. 

Failed to file his schedule of 
minima for rates and tariffs. 

Worked his employes on a scale 
of hours in excess of those pre- 
scribed in the code. 


Paid less than code wage scales. | 


Cut his employes wages since 
July 1 in direct contravention of 
code requirements. 

Discharged employes apparent- 
ly because they sought relief from 
his tactics. 

Intimidated other employes 
against seeking relief through the 
State code authority. 

The case against Shanks was 
prepared by the State NRA Com- 
pliance board and submitted to 
the district attorney. The accused 
operator was taken into custody 
immediately. 





| latter company. 


| Chicago. 
|} at the Century of Progress fair, 


ess 


Amplex Production Has 


40 Per Cent Increase 
Detroit, Oct. 5.—Production fig- 


Chrysler Motors show an increase 


nine months of 1934, as compared 
with the same period of last year, 
it was announced. Production 
plans for the new line of air con- 
ditioners is said to have neces- 
sitated the transfer of factory | 
headquarters to a new building. 
The air conditioning equipment 
of the Amplex Division will be 
marketed by Temperature Corp. 
of New York City. Walter P. 
Chrysler jr., is president of the 


Ford Invites Chicago 


To Series Broadcasts | 


Chicago, Oct, 5.—The Ford Mo- 
tor Co. is capitalizing upon its 
sponsorship of the baseball 
world’s series on a grand scale in 
In addition to activities 


the company has taken over the 
Gold Room at the Congress Hotel, 
where the broadcasts of each 
game are being given. The entire 
idea has been cleverly mer- 
chandised through letters sent out | 


| ready to act now on the subject 


| the matter of Government sub- 


| tions. 


| posed transportation 





from the local branch to all busi- 
ness men and concerns in the 
downtown district. 


74th Congress 
Will Enact New 


Transport Laws 


Washington, Oct. 5.—Transpor- 
tation legislation affecting high- 
way, rail, water and air carriers 


will be enacted by the 74th Con- | 


gress which convenes Jan. 3. 


That became assured here this 
week with the announcement of 
Joseph B. Eastman, Federal co- 
ordinator of transportation, that 
only final details remain to be 
clarified before a broad program 
of transportation legislation would 
be laid down. The co-ordinator’s 
reference was to four reports, 
representing studies in which 
highway transportation has had 
a prominent place, and on which 
the proposed new _ regulatory 
measures will be based. 


Ready to Act 
The announcement means but 
one thing to Washington observ- 
ers: that the Administration is 


of transportation and that it in- 
tends to make this matter the 
highlight of the New Deal pro- 
gram for 1935. 


Highway transportation natur- 
ally figures largely in the pro- 
gram. Three of the four studies 
upon which Eastman has been 
engaged for nearly a year and 
one-half are directly concerned 
with it. 

They are those which look into 


sidy, direct or indirect, to the 
different transportation agencies; 
consider wages and working con- 
ditions of carriers other than rail- 
roads together with a compari- 
son; and analyze the plight of | 
railroad passenger traffic opera- | 





The fourth report con- 
cerns itself with the pooling of 
freight cars, a procedure which 
has been recommended by the co- | 
ordinator. 


Would Level Competition 
While it is too early to predict | 
the precise character of the pro- | 
legislation, 
already is ap- 


its general form 


parent. 

Proposed regulation of bus and 
truck transport to put them on a 
competitive basis with the rail | 
carriers will be one of its most | 
significant components. The co- 
ordinator definitely is on record | 
in favor of bringing these agen- | 
cies under the jurisdiction of the 
Interstate Commerce Commission. 
His original proposal was opposed 
successfully at the last session of 
Congress when it was stopped 
after elaborate committee hear- 
ings. It will be pushed with 
greater vigor this time. 


The final Eastman report which 
is being awaited with the keen- 
est of interest by highway, water- 
way and airtransportation 
groups, especially the former, is 
that dealing with the matter of 
subsidies granted to non-rail car- 
riers. It has been the railroads’ 
contention—vehemently denied by 
other groups and especially high- 
way carriers—that the steam car- 
riers have operated at a great dis- 
advantage in this respect. 


Opinions Differ 

The possibility of a strong dif- 
ference of opinion between ad- 
ministrative agencies of the Gov- 
ernment is seen in the Eastman 
report. If it leans_ strongly 
toward support of the railroads’ 
contention, it will clash with the 
findings of the United States 
Bureau of Public Roads and the 
War Department. Both of these 
agencies, in their studies of high- 
way construction, have said re- 
peatedly and pointedly that the 
Nation’s highway system serves 
broad social and military needs 
and that if it benefits commercial 
motor transport, it is only in an 
incidental fashion. 


Whether the Eastman report 
will challenge this point of view, 
and to what extent, will be dem- 
onstrated in advance of the actual 
draft of the proposed regulatory 
legislation. 


| business 


Dodge Endo 


rses Dealer 


Neighborhood Station Plan 


Detroit, Oct. 5—Dodge and 
Plymouth dealers are swinging 
into line on neighborhood sales 
and service stations. Factory 
officials, it was announced yes- 
terday, that the go ahead sign 


|is out for any dealer who is in 


position to modernize his place 
of business. This step felt to be 
necessary if dealers are to meet 
competition on an even basis. 
Already a number of Dodge-Plym- 
outh dealers have caught the 
spirit of the new merchandizing 
movement and are preparing for 
future work by displaying the 
signs announcing quick service on 
all makes of cars. 

The move on the part of the 
Dodge organization is based on a 
long and careful investigation of 
the neighborhood station idea. 
Every station in operation in the 
country has been studied care- 
fully as its operations which serve 
to increase service contacts and 
resultant prospects for new cars. 
Every detail of the approach to 
the car owner has been checked 
and actual sales methods given 
close scrutiny. As a result the 
Dodge and Plymouth dealer who 
is preparing to go into the new 
selling program can obtain full 
information as to how to get un- 
der way and how to map out his 
program for getting his share of 
service and sales from his imme- 
diate community. It is expected, 
that within a short time scores 
of the new types of merchandiz- 
ing buildings with the intensive 
drives for sales and service will 
be in full operation. 

Incidental to the new program 
Dodge and Plymouth dealers in 
general are being urged by sales 
and service officials in the field 


|to bring their present places of 


into up-to-date condi- 
tion and appearance as quickly as 
possible. They are being shown 
new types of equipment and how 


| to operate them and facts to 


prove that the adoption of such 
equipment will mean added 
profits. Importance is placed on 
the advantages to be gained in 
making service more accessible to 
the car owner. Service entrances 
are to be changed so as to facili- 
tate the movements of cars re- 
quiring service. Shops are to be 
cleaned up and mechanical per- 
sonnel will be given special train- 
ing so as to be able to expedite 
service to the car owners. In 


Neila Too Old to Learn 


connection with service on cars 
and special sales drives, car ac- 
cessory sales will be promoted 
with greater intensity than ever 
before. 


While the movement has been 
under way only a short time, the 
response by the dealers to date 
has been sufficient to indicate 
that the attitude of the dealers 
in general is that of being in 
favor of the program which will 
make for not only more owner 
contacts from the car sales stand- 
point but which will also tend to 
create openings for increased 
service and accessory profits. 


Washington Car Dealers 


Favor Regular Inspection 


Washington, Oct. 5.—Compul- 
sory mechanical inspection of all 
motor vehicles is favored by the 
National Capital’s automobile 
dealers. A favorable vote on the 
subject was taken this week by 
the Washington Automotive Trade 
Assn. after a discussion of the 
“Memphis plan” by W. A. Van 
Duzer, director of the Depart- 
ment of Vehicles and Traffic of 
the District of Columbia. 

The “Memphis plan” which has 
attracted nation-wide attention 
among automobile dealers calls 
for the establishment of a muni- 
cipally operated inspection plant. 
All cars must be inspected twice 
yearly. Those which are rejected 
must be brought back for re- 
inspection and approval within a 
specified time. While the muni- 
cipality makes the inspections, 
it leaves correction of mechanical 
defects entirely to private enter- 
prise, Van Duzer explained. 


Ask 4-Year License 


Indianapolis, Ind., Oct. 5. A 
driver’s license good for four years 
will be asked by the Hoosier Motor 
Club at the January session of the 
general assembly, Todd Stoops, man- 
ager of the club, announces. The 
original driver’s license, sponsored 
by the motor club, was not intended 
as a revenue producing instrument 
but a safety measure, Stoops said 
in relating how the act at first 
granting three-year license at a 
charge of only 25 cents was revised 
by the present state administration 
to demand annual renewal at a 
charge of 50 cents. It is estimated 
that the revision of the law is cost- 
ing state motorists a half million 


| dollars annually. 





Samuel M. Brimhall, 96, State Cen 


ter, Iowa, is said to be one of the 


oldest motorists. He recently traded in his 1929 Plymouth with 80,000 
miles on the clock for a new Plymouth Special Six. Here he is shown 
getting the low-down of the new knee springs. 












rods, claiming they eliminate 
bearing failure. Cadillac and La 
Salle use the metal for pistons. 
And so on. 

* * *k 

LIKE EVERYONE else in De- 
troit, I saw our Tigers take the 
second game of the World’s Ser- 
ies with the Cardinals, and with 
me was Ralph Archer from To- 
ledo, grinning like an old chessy. 
cat, because of the court order 
which permits Willys-Overland to 
go ahead on the production of 
15,000 cars and panel delivery 
jobs, the latter with a payload of 
750 pounds. 

While we were watching School- 
boy Rowe do his stuff, Archer 
told me of his company’s plans 
for the immediate future. Pro- 
duction will start some time next 
month because, until the court 
ruling, the company could not or- 
der the necessary material. Those 
orders are now being placed and 
it won’t be long now before the 
jobs will be rolling off the assem- 
bly line. The 77’s will come first 
and there will be some changes 
in body lines which will make 
them look like debutantes. And, 
too, there is a likelihood of the 
company bringing out the larger 
model, which was temporarily 
shelved, along about show time. 

All of which seems conclusive 
proof that Willys-Overland is ex- 
pecting to be very much in evi- 
dence come another year. 

* * * 

CHANGES in executive person- 
nel have been one of the features 
of the week. Chief among them 
have been Bill Tracy succeeding 
Chester Abbott as general sales 
manager of Hudson-Essex and 
Don Bathrick returning to Pon- 
tiac as assistant general 
manager. 


It’s a co-incident that these two | 


announcements should be in the 
same week, for Tracy was form- 


erly sales manager of Oakland- | 


Pontiac while Bathrick, later on, 
under Bill Blees, was 
sales manager of Pontiac. 
both are two treefuls of owls 


when it comes to selling the deal- | 


ers. Tracy himself was a dealer 


and distributor before he donned | 


a brass hat at Pontiac, while 


Bathrick always was 


lution of B-O-P, when he became 
Detroit manager of the National 
Broadcasting Co. 

Still co-incidental is the fact 
that Bathrick’s broadcasting job 
has been taken over by R. H. 
White, formerly Pontiac’s adver- 
tising manager, but who for sev- 


eral months has been selling ad- 


vertising for Life Magazine. 
+ + * 


OVER THE YEARS 
been my proud boast that I have 
been automobile editor of the 
Chicago Daily News and Chicago 
Tribune, which no one else could 
say. Now John L. Jenkins asks 


me to shove over and share this | 


honor with him, for he has just 
been named automobile editor of 
the Chicago Daily News and he, 
too, has been automobile editor 
of the Tribune. In the interim 
between the Tribune job and the 
new one, John handled Nash pub- 
licity for years for the advertis- 
ing agency having the Nash ac- 





New Company Organized 


To Make Trailer Coaches 

Sparta, Mich., Oct. 5.—Organi- 
zation of the Sparta Coach & 
Body Co., to manufacture trailer 
coaches, has been completed here. 
The company is to be capitalized 
at $125,000. 

Directors include D. W. Atkin- 
son, A. A. Johnson, T. E. McFall, 
I. E. McGowan, Harold G. 
Vaughan, Erastus W. Smith, For- 
est Field, J. G. McKenna, vice 
president, and E. C. Morine, presi- 
dent. Morine was founder and 


manager of the Weather Proof 
Body Co. of Owosso and Cor- 
runna, Mich. Atkinson is chair- 
man of the board, with McKenna 
in charge of engineering and 
sales. 


sales | 


eastern | 
And | 


identified | 
with wholesaling until the disso- | 


it has | 


(Continued from Page 1) 
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By Sinsabaugh 





count, which certainly gives him 
a clear understanding of his re- 
sponsibilities. 

And, too, I am in a position to 
broadcast the whereabouts of Jim 
Braden, who retired from the 
Chicago Daily News last show 
time to write a book about his 
automobile trip to Mexico. That 
done, Jim now has joined the 
sports department of the Phila- 
delphia Record, specializing on 
football, because Jim, you know, 
was an All-American selection 
when he was at Yale. 

* a * 


ONE MORE paragraph and I 
am through. That is to tell you 
that the Board of Commerce of 
Pontiac, Mich., is planning a din- 
ner for Arthur Pound on Oct. 25. 
Pound, all of us know, is the au- 
thor of “The Turning Wheel,” the 
history of General Motors which 
is so often quoted, 
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Plymouth Sales 


At 5,854 Units 
Week of Sept. 29 


Detroit, Oct. 5.—Retail sales of 
Plymouth cars for the week 
ending Sept. 29 showed an in- 
crease of 3.2 per cent over the 
preceding week. 

A total of 5,854 units was de- 
livered, as compared with 5,670 
for the preceding week, accord- 
ing to H. G. Moock, general 
sales manager of the Plymouth 
Motor Corp. 


Chaveelet Names Kane 


Jacksonville Zone Head 

Detroit, Oct. 5—W. J. Kane has 
been appointed manager of the 
Chevrolet Motor Co.’s Jackson- 
ville zone, to succeed P. A. Wat- 
son, who resigned to operate a 
dealership at Miami. 

Kane has been with Chevrolet 
for a number of years, serving as 
assistant zone manager at Char- 
lotte, N. C., until his appointment 
to Jacksonville. 


be clean steel, and by clean we mean just 


about the closest approach to the absolute 


in cleanliness that has been attained in 


steel-making. This is so important because, 


in steel of the extreme hardness used in 


bearings, the most minute inclusion may 


form the nucleus of a fracture. 


Cleanliness is, of course, fundamental and 


taken for granted in making all alloy steels. 


But in making bearing steels Bethlehem en- 


forces a standard of cleanliness as far ahead 


of the usual standards of good practice as 


BETHLEHEM jc ALLOY STEELS 










Minneapolis Mechanics 
Name Reamer President 


Minneapolis, Oct. 5—L. H. 
Reamer of Willmar was elected 
president of the Minnesota Auto- 
motive Maintenance Assn, at the 
annual meeting held at St. Cloud. 


Other officers elected for the 
coming year are: George O’Con- 
nor, St. Paul and Joseph Albel of 
Winona, vice presidents; O. R. 
Munger of St. Paul, treasurer; 
Roy Gerlack of St. Cloud, secre- 
tary and J. E. Nolan of Minne- 
apolis, executive secretary. More 
than 150 garage owners and mo- 
tor mechanics attended the meet- 


ing. 


Name N. Y. Code Heads 


Washington, Oct. 5—Six members 
of the New York State code author- 
ity for the trucking industry were 
named this week by NRA. They 
are: F. J. Shortell, New York 
City; Frank S. Gottry, Rochester; 
Duane Clark, Syracuse; C. G. 
Mooney, Yonkers; A. K. Ainley, 
Binghamton, and C. T. Villa, Buffalo. 









20,717 Drivers 


Merit Goodrich 
Safety Awards 


Akron, O., Oct. 5.—Since the 
program for Silvertown Safety 
League awards to truck, bus and 
taxicab drivers was inaugurated 
little more than a year ago by 
the B. F. Goodrich Co., 20,717 
drivers have been presented 
awards for driving six months 
without an accident for which 
they were responsible, it is an- 
nounced by the company. 

In the same period, 6,518 awards 
for driving one year without an 
accident have been presented. 

During that period 39,958 driv- 
ers have taken part in the cam- 
paign to reduce highway accidents. 

Each individual driver, upon 
completion of six months with- 
out an accident receives a Silver- 
town Safety League silver lapel 
medal and a Silvertown Safety 
league emblem for his vehicle. 
Upon operation of his vehicle for 
a year without accident he re- 
ceives a gold medal. 











ahead of the layman’s. 


In addition to cleanliness, 


the surgeon’s standard of cleanliness is 
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Bethlehem 


Bearing Steels have machinability that 


keeps production costs low, uniform heat- 


treating characteristics that simplify control 


of the hardening operations, and controlled 


grain-size that assures the maximum physi- 


cal properties that the analysis is capable of 


developing. 


No wonder Bethlehem’s output of bearing 


steel is steadily increasing. 
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iba) BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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Automotive Baily News 
FIRST WEEK IN OCT. 
1925-1933 





1925 


Detroit automotive employment for | 


week ended Sept. 29 was 257,894 in 
79 plants. ... Nash reports building 


5,000 Ajax models in first four| 


months of production. . . . Edward 
G. Budd Mfg. Co. of Philadelphia 
announces it will build a Detroit 
plant, costing $1,500,000. ... To 


date in 1925 Continental Motors of | 
Detroit has distributed $1,408,676 | 


in dividends. 
1926 

E. L. Cord buys the Duesenberg 
Motor Co., of Indianapolis, to secure 
the services of Fred Duesenberg. 
..+ The Erskine, Studebaker’s small 
car, is shown for the first time 
in the Paris Salon. ... Paige-Detroit 
offers $10,000 cash prize for best 
name for new four-door Jewett se- 
dan. 

1927 

Railroads lose fight to halt Mis- 
souri bus lines. ... New York Yel- 
low Taxi Corp. buys 600 cabs from 
General Motors, a $1,000,000 order. 

- North American Tax Gasoline 
Conference at Columbus, 0O., de- 
mands a uniform gas tax law for 
the entire country. 


1928 
Roy Peed, now general sales man- 
ager of De Soto, joins Chrysler 


Corp. as an executive. . .. Chev- 
rolet delivers 1,000,000 cars in first 
nine months of 1928... . September 


production set at 460,000 units. ... 
Chrysler buys 70-acre tract near 
Walkerville on which to erect a 
$1,000,000 Canadian plant. 
1929 

Walter C. White, president of 
White Motor Co., of Cleveland, dies 
from injuries received in automobile 
accident. Robert W. Woodruff, pres- 


ident of Coca Cola Co., named as| 


head of White Co. ...K. T. Keller 


is advanced from position of pro- | 
duction manager to vice-president | 
and general manager of Chrysler | 


Corp. . . . Twenty-eight displays 


of American-made cars made in| 
| 


Paris Salon. 


1930 


R. W. Judson resigns as chairman | 


of the board of Continental Motors, 
Detroit. . . . Connecticut plans 


legislation to ban two-wheel brakes. | 


Wisconsin Automotive Trade 


Assn. demands a uniform time for | 


announcement of new models. 
1931 
R. K. White is made eastern sales 
manager of the Oakland Motor Car 
Co., of Pontiac. . Du Pont intro- 
duces Dulux, new type of body 
finish for buses and trolley cars at 


Pioneer 


in the 


Development 


of the 
Newest Type 
Connecting Rod 
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AERA convention. . 
companies 
space in the MEA-NSPA joint parts 


held in Tor 
facturers Assn. 


North Dakota 





Total 5 states 
for September °33 | 





1932 
Ford cuts wage scale to $4 daily. 
. General Motors adopts five-day 
salary 


its 


Transportation 
. . Trailer Manu- 
formed in Chicago. 
| with J. Englaender as president. 


"34 
33 
34] 
33 | 
34 
33 
’34 | 
33 | 
"34 
33 
34] 


CHRYSLER GROUP 


54 
60 
105 
134 


.. Two hundred 
draw for 


scale. 
meeting 


President Roosevelt approves the 
- «- « Charles Piez, 
chairman of the board of Link-Belt 
Detroit 


dealers’ 


1933 


code. 


Co., of Chicago, dies. ... 


sories 
founder 
Cleveland, dies. 







Assn, 
Products of 


die makers strike, involving 10,000, 
drives many big orders out of city. 

. Charles E. Thompson, former 
president of the Motor and Acces- 
Manufacturers 
of Thompson 


and 


—FORD GROUP _ 


Akron, 
production 


Co. at 


rich Co., 
plant superintendent. 
ceeded in the Akron post by H. B. 
Cash, former shift superintendent. 


O., 

superintendent 
tire division of the B. F. Goodrich 
its Akron plant has been 
transferred to the Canadian Good- 
tchener, Ont., as 
Gulick is suc- 
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Gulick to Canada 


5—Earl Gulick, 
the 
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tive 


the 


chemical 


7. 


President, 
which calls for its co-ordination with 
the manufacture of 
kindred products within 60 days. 


cedes covering 


next 






Chemical Code Signed 


Washington, Oct. 5—The automo- 
specialties 
turing industry goes under a code 
of fair competition 
Oct. 


manufac- 


Sunday, 


The code, just signed by 





GENERAL MOTORS GROUP 
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Cumulative Passenger Car Registrations by Makes, 5 States, Sept. 1934-33 
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THE INQUIRING REPORTER 


ser 


Today’s Question 


What is the present condition of your used car stocks? 
How do they compare with those of a year ago? 
What price class cars are proving best sellers? 





E. C. Brendtke, JJ. B. Cote Co., Ford, Detroit: “Our used car 
business has become very slow, and our used stocks have ganged up 
on us. We are carrying more cars in stock today than is usual at 
this time of the year. In fact, our stock is greater than it was 
during the Summer.” 


* * 


George Sello, used car manager, Sheets Chevrolet Sales, Chicago: 
“Our used car stocks are bigger than they should be, especially in 
1933 models which have not moved as fast as they should. The used 
car prices have been too high on those models, but we have had no 
alternative in view of the used car scale affecting trade-ins.” 

ok oe * 

E. H. Ray, Dick Connell, Inc., Chevrolet, Detroit: “Our stock of 
used cars is at about the same point that it was last year at this 
time, but lower than it was during the Summer. Both new and used 
car business is slow. Cannot say there is any preference in price 
class, all classes moving at about the same speed.” 

ok Bd * 

R. H. Keeling, vice president and general manager, Studebaker 
Sales Co., Chicago: “Used car stocks are lower with us than last 
year despite the large new car sales volume we have experienced. 
We have enjoyed an unusually active used car sales market and have 
continued our regular policy of putting on intensive merchandising 
and advertising drives to move our used cars.” 

* * * 

R. T. Johnson, Aaron DeRoy Motor Car Co., Hudson-Terraplane, 
Detroit: 
in the Summer months. 
of new cars we held recently, resulting in more trade-ins. 
that the cheaper models, those four and five years old, are the best 


4 


A large part of this is attributable to a sale 


sellers. The political situation at the state capitol has scared many 
would-be buyers into waiting to see if they are going to keep 
their jobs.” 


* * * 


H. A, Wehmeier, vice president and general manager, Community 
Motors, Inc., Pontiac, Chicago: “Our used car stocks right now are a 
bit high, but nothing to worry about. I attribute this condition to 
the unusually brisk year in new car sales and the sharp increase 
over the same period last year, that has made our used car inven- 
tories higher than normal.” 


* Ed 


J. W. Schulz, Hamilton Chevrolet Co., Detroit: “Our used car 
stocks are lower by at least 30 per cent than they were during the 
Summer, and also lower than a year ago. The lighter model cars, 
selling from $250 to $500, are proving the most popular with us. 
Detroit’s being in the World Series here has put the brake on used 


car sales the last few days.” 
° 


* 


* 


I. A. Snyder, Walter J. Bemb, Inc., Buick-Pontiac, Detroit: “While 
our stock of used cars is numerically about the same as it was last 
year, it is lower by at least 50 per cent than it was in the Summer. 
Cars ranging from $200 to $500 are moving at the best rate. Of 
course, we are handling a higher priced new car, so the majority of 
our cars taken in trade will come higher.” 

* + 

R. W. Fournier, Cass Motor Sales, Dodge-Plymouth, Detroit: “At 
the present time our used car stock is lower than at any time in the 
past three years. It is at least 60 per cent less than it was in the 
Summer. We believe that the buyers of new cars are awaiting the 
new model announcements before making a purchase. As a result, 
they are not trading their used cars. At the same time used car 
buyers are continuing in the market, to which we attribute the 
reduction in our stocks.” 


co 


| Automobile Aids 
In Curbing Crime 


Get Credentials 
For Parts Show 


Cleveland, Oct. 5.-To make the 
handling of the large attendance 
expected at the Automotive Serv- 
ice Industries Show in Cleveland 
Nov. 19 to 23 as expeditious as 
possible at the credentials desk, 
special arrangements are an- 
nounced by officials in charge of 
registration and credentials. 

The show will be held in Cleve- 
land’s new Exposition Hall, under 
the joint sponsorship of the Na- 
tional Standard Parts Assn., the 
Motor & Equipment Manufactur- 
ers Assn. and the Motor & Equip- | 
ment Wholesalers Assn. 

Those attending are eligible to 
receive certificates qualifying for 








New York, Oct. 5.—The in- 
creasing importance of the auto- 
mobile in fighting crime was 
brought home to police chiefs 
from all parts of this country and 
Canada, and from a number of 
foreign countries, when the Inter- 
national Police Chiefs Assn. held 
its 41st annual convention at 
Washington, D. C., last week. 

During the convention, held at 
the Mayflower Hotel, a number of 
|exhibits of police department 
equipment held the interest of 
the delegates. Of particular in- 
| terest was an exhibit by Federal 
Laboratories of Pittsburgh, Pa., 
of various cars especially 


reduced rates on railroads and equipped for police use. Included 
credentials are necessary at the | —aum & Wend Ce ene wits of the 
* ¢ ae ° . as c “ c € 

— admission to the show sides heavily armor-plated, with 
preeet. three-quarter inch thick safety 


It is the desire of the exposition 
officials that the registering and 
admission of those attending be 
handled with the least delay. 


glass and two ports in the wind- 
| shield through which revolvers 
or machine guns could be fired. 


These may be obtained from A. During the convention, the 
B. Coffman, Merchandise Mart,| Alexandria, Va., branch of the 
Chicago. By writing to Coffman| Ford Motor Co. made available 


exhibitors, members, guests and 





to the police officials five Lincoln 
limousines and 50 Ford V-8 cars, 
which were used as courtesy cars 
and were driven around the city 
by Washington policemen. 


any others expecting to attend 
may obtain railroad certificates, 
hotel reservation forms and at- 
tendance forms well in advance. 


1 


| his previous duties. 


|manufacturing divisions 





“Our used car stocks are somewhat larger than they were | 


We find | 


|}and now includes Angell, Tobin, 


Continental 
Plant Shifts 
Now Complete 


Muskegon, Mich., Oct. 5.—Gen- 
eral offices of the Continental 
Motors Corp. are now established 
in the Muskegon plant, with 
new executive set-up in charge 
here as well as in Detroit, and | 
factories in Detroit becoming | 
branch plants of the company. 

Reorganization of manufactur- 
ing centers around W. R. Angell, 
president, who is to confine his 
headquarters largely to Muske- 
gon. Clarence Reese, assistant to | 
the president, also is to spend 
much of his time here, although 
he is in charge of operations of 
the Detroit branch. G. Hall 
Roosevelt, director of sales, will 
have headquarters here when not 
on the road traveling. 

B. J. Tobin. jr., treasurer; Craig 
Keith, secretary; Luther C. Curl, 
assistant secretary and assistant 
treasurer, are now located here. 
Curl was recently appointed as- 
sistant treasurer in addition to 
L. P. Kalb, 
director of engineering and man- 
ufacturing, will be located here 
full time. 

Continental Divco Co. and Con- 
tinental Aircraft Engine Co., both 
subsidiaries, will be the only 
to re- 
main in Detroit, all other produc- 
tion now being transferred to 
Muskegon. 

The board of directors, which 
formerly numbered nine, has been 
reduced to five by resignations | 





Keith, Roger Sherman and James | 


| H. Ferry, the latter two both of | 


| two Detroit subsidiaries 


Officers also head the |} 
as well} 
as Continental Gas and Oil Co., a| 
Muskegon subsidiary. 


Chicago. 


a | : : . 
| the aluminum industry were held 
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Hold Hearing 


15 


on Codes 


of Forging, Piston Group 


Washington, Oct. 5. 
hearings on _ proposed _ supple- 
mentary codes for the forgings 
and piston castings divisions of 


Public| supplementary code, 


| 


here this week. Deputy Adminis- | 
| tractor, W. A. Janssen, presided. 


The code for the forgings division 
was presented by H. B. Harvey, 
of the Harvey Metals Co., Chica- 
go. Sponsors of the code are the 
Council of the Forgings Division 
of the Aluminum Industry, com- 
posed of three firms and claiming 
to represent over 90 per cent of 
the business of the division. Only 
three other members of the in- 
dustry are known to exist, accord- 
ing to Harvey. 

Reading of the code did not 
bring worth any discussion. The 
only protest was filed by Charles 
Stuart Guthrie, counsel for the 
drop forging industry, who asked 
that he be permitted to file a brief 
commenting on the code and the 
amendments proposed at the hear- 
ing. At the request of the Coun- 
cil, Guthrie was invited to attend 
the post-hearing conference. An 
amendment was proposed to des- 


| ignate the code authority of the 


aluminum industry the adminis- 
trative agency for the supple- 


| mentary code. 


Hearing on the piston castings 
code opened immediately at the 
close of that on forgings. The 
piston castings code was pre- 
sented by H. J. Hater, Aluminum 
Industries, Inc., Cincinnati, for 
the Council of the Piston Castings 
Division of the Industry. Hater 


said there are only 14 firms in the | 
country who may be members of | 


the division and subject to this 


| by 








only seven 
who definitely are members of the 
division, and five of them are 
members of the Council. At least 
80 per cent of the aluminum cast- 
ings business of the country, Hat- 
er said, is done by the Council 
members. 

The only objection voiced was 
Charles E. Riordan, counsel 
for the Sterling Products Co., St. 
Louis. That company, he said, 
wants a slight change in the code 
to protect its future patent licens- 
ing business. 

The hearings on both codes 
were recessed subject to recall. 


Sales by Chrysler 
Dealers Are Up 


Detroit, Oct. 5.—Retail deliver- 
ies of Chrysler and Plymouth 
cars by Chrysler dealers in the 
week ending Sept. 29 showed a 
very decided advance over the 
previous week. The Chrysler de- 
liveries totaled 666 units, an ad- 
vance of 7.8 per cent over the 
week of Sept. 22. Plymouth de- 
liveries totaled 2,340 units, a gain 
of 4.9 per cent. For the combined 
cars the total was 3,006 units, an 
increase of 5.5 per cent, a very 
remarkable gain for this season 
of the year. 

In the 39 weeks of 1934 includ- 
ing Sept. 29, Chrysler dealers de- 
livered at retail a total of 116,829 
units, which is more than double 
the figure for the same 39 weeks 
of 1932 and 24.4 above the 93,913 
units reported for the correspond- 
ing weeks of last year. 








““howm I doin’, Edna?” 


No better time and No Better Place to tell ’em 


how your Product has “been doin’ ” in 1934 than 


in the 


Automotive Daily News 


Review and Reference Book 


A Supplement to the issue of October 31, 1934. 


>see < 


Advertising Forms Close 
October 20th 


>on + 


. 


&=* To avoid regret when the completed Book 
reaches your hands MAKE SURE NOW that your 


product is Advertised in this important medium. 


*Schoolboy Rowe’s famous radio broadcast, 
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Dealers Pan and Praise ADN Ballot on Dealer Code 


Webb Finds Code a Boon 
And Pans Faint Hearted 


By SANFORD C. WEBB 
Buick and Pontiac, Fort Worth, Tex. 


Have just read, with quite a| 
bit of interest, the comments of 
various dealers regarding the Mo- 
tor Vehicle Retailing Trade Code 
as appeared in your issue of Sept. 
22. 

I find locally that the dealers 
who criticize the code the most 
are the very ones whose long-| 
trading practices were respon-| 
sible for our present code. These | 
dealers had “registritus” and| 
spent more time trying to register | 
cars than they did trying to make | 
a profit out of their business. 

Statement Amuses 

I was particularly amused at| 
the statements made by Allen 
J. Penny of Leaksville, N. C.| 
He states that the code has only | 
helped one type of dealer; namely, | 
“the one who has no idea of used | 
car values.” Then he rambles} 
along about used car re-condi- | 
tioning, dirty used car lots and 
a lot of other bunk. He says, 
“those of us who never needed | 
anybody to hold our hand when | 
we traded cars have been hurt 
badly by the code as we have 
to pay the top of the code book} 
value whether we like to or not) 
This is the most ridiculous| 
statement I ever heard. Surely, | 
this man needs someone not only | 
to hold his hand but to examine} 
his head. 

No dealer is forced to allow! 
the maximum code allowable un- | 
less he cares to do so of his 
own free will and accord. If he 
is willing to allow $300 for a/| 
used car which is actually worth 
only $100 he most assuredly needs 
someone to examine his head in- 
stead of holding his hand. From 
this man’s statements I judge 
he thinks he must make the 
highest bid on every used car if 
he expects to sell the new car. 
If we had no code and a pros- 
pect told him another dealer had 
offered him $500 for the used car 
actually worth $100, I guess he 
would meet the $500 bid. These 
are the kind of dealers that 
brought on our present code and 
of course the ones who are doing 
most to defeat it. 

Questions Figures 

He states that under our pres- 
ent code his overhead has been 
nearly doubled. If this state- 
ment is correct then he must 
have been working his employes 
24 hours a day on a bread and 
water salary. 

Our sales show a 78.3 per cent 
increase since the adoption of 
the code and less than a ten per 
cent increase in overhead ex- 
penses. Perhaps Mr. Penny needs | 
a manager who can properly con- 
trol his expenses for him. 

He states, “any dealer who will 
be honest with himself will admit 





| ious other states. 


that enforcing the 18th amend- 
ment was a cinch compared to 
strict code enforcement.” I must 
be a dishonest dealer in his way 
of thinking because I heartedly 
disagree with the gentlemen. But 
I will say that men who think 
and reason as he does will never 
do anything to help uphold it. 

It is against the law to steal or 
murder but still people are steal- 
ing and being murdered every 
day. Two wrongs, however, never 
made a right. Of course we will 
have code violations as long as 
we have codes and we will have 
violations of any and all of our 
laws just so long as we have laws 
but it’s a cinch our present code 
will hold the violations to a mini- 
mum. 

Unfortunately, the processes of 
the law are slow. There has been 
one conviction in New York State 
and dozens of indictments in var- 
I can not pre- 
dict the outcome of these cases 
but I do think it behooves all 
dealers to live up to the code and 
instead of trying to break it down 
use their influence to straighten 
up the erring dealers. 

Makers Should Help 

If the manufacturers had lined 
up with the dealers at the begin- 
ning of our code we would be 
enjoying almost 100 per cent en- 
forcement at the present time. 
Some day they may see the light, 
for what helps the dealer most 
assuredly will sooner or later 
help the manufacturer. Neither 
can survive without the other. 

As to the article by W. E. But- 
ler of Chicago, I must admit that 
I am stimied. I just can not 
understand why his business has 
taken such a slump while most 
others have shown such a trem- 
endous increase both in number 
of cars sold as well as net profits. 
I can not lead myself to believe 
that this condition is due entirely 
to the code. 

In reply to your editorial, “Shall 
we can the code?” I vote “NO.” 
“Faint heart never won fair lady.” 
This is no time for “quitters.” 
What we need today is men with 
level heads and a determination 
to fight until we have eliminated 
the last “chiseler” from our ranks. 
This can be done if all the higher 
and better class of dealers will 
join hands, not hold hands, and 
fight the battle together. 

This article is furnished by San- 
ford C. Webb, president of the 
Webb-Kent Motor Co. of Fort 
Worth, Texas, Buick and Pontiac 
dealers. Mr. Webb has been a 
Buick dealer since 1912. He is 
chairman of the Fort Worth dis- 
trict executive committee for en- 
forcement of the Motor Vehicle 
Retailing Code. 





Codes is School Rehearsal 
To Dallas Packard Man 


By J. A. 
Packard Dallas, 


Enclosed Proposed Code Ques- 


tions. Regarding this code busi- 
ness, this whole thing seems to 
me as a school day rehearsal 

First, as far as I can see, the 


NRA part of this set-up, to me, 
is without a doubt a fine thing, 
but when it comes to having a 
code for business, that is where 
the school day rehersal comes in. 
It seems to me any automobile 
dealer not capable of running his 
own business should get out. That 
is the only satisfaction in business 
today or ever has been. 

What has the code done? One 
sure thing it has done and that 
is it has reduced the discounts 
to the dealers in practically every 
instance, some as much as five 
and six per cent. What has it 
done on used cars? We cannot 


ENELE 

Inc., Dallas, Tex. 
take last year, 
take °32 as a 


33, nor can we 
comparison, but 
take ‘26, ’27, '28, ’29, compare 
it today with used cars, 
am sure that we will find more 
used cars in the dealers’ stocks 
today in comparison with the 
business done than there was in 
the years above mentioned. I 
am sure that it is true in this lo- 
cality. 

Now, regarding ‘“chiselers,” 
we may use that word, we haven't 


done away with any “chiselers” 
that I know of, and we have 
made “chiselers” out of practically 


everybody in the business. 

I believe that if your paper 
would take a secret ballot in the 
automobile industry, you would 
find them against the code. 


and I} 


if | 

















| Chaewes ty Unfair 


Tactics Used 
In Code Poll 


By J. S. CALHOUN 
W. Va. Advisory Com. 
Charleston, W. Va. 
(By Telegraph to ADN) 
Dealers this state resent 
| publication of code poll your 
issue Sept. 29. 


Ninety per cent dealers 
this state favor the code and 
voluntarily support it. We 
cannot believe it possible | 
to get replies in ratio your | 








report unless you_ sent 
questionnaire to _ selected 
list. 


Your circulation will be 
adversely affected unless 
detailed explanation on poll 
is forthcoming together 
with proof that selected list 
was not used. 















Code Breeds 
Chiselers Says 


Harvey Spahr 





By J. HARVEY SPAHR 
Reo 

Manheim, Pa. 

In reply to your questionnaire, 
I wish to state that as I see it 
there are two classes of dealers 
that want the code according to 
my practical experience. 


(1) The man or dealer that 
gets paid directly or indirectly 
to force it. 

(2) The cut throat dealer as 
it is his chance to make the 
half of the commission and cut 
off the other half instead of all 
of it as he did heretofore and 
the legitimate dealer will lose the 
sale because he is not willing to 
take a chance. It is therefore 
helping the chiseler and making 
chiselers out of many of square 
dealers and sending the rest of 
the good dealers to the poor 
house. 


Messer Favors 


Dropping Code 


By JAMES W. MESSER 
James Messer, Inc. 
Chrysler-Plymouth 


Tallahassee, Fla. 


I beg to enclose ballot for straw 
vote as to what I think of the 
Automobile Code. 


The only ones that I know of 
who are being benefitted are the 
little enforcement agents who are 
drunk with power and authority. 
The code is unenforceable for the 
reason that the ones who are try- 
ing to enforce it are the most 
flagrant violators. I, myself, would 
be glad to have the whole thing 
erased, done away with. 


A Big Order 
For Any Paper 


By ERNEST ALLEN 
Ernest Allen Motor Co. 
Chevrolet 
Fort Worth, Texas 
Am enclosing herewith answers 
to questions submitted by A. J. 

Penny, Sept. 22. 

I believe that the best service 
that your paper could render to 
the dealers of this country would 
be to secure repeal of the market- 
ing rules of the code. 

I believe that the maximum 
hours and minimum wages could 
be adhered to 100 per cent if the 
marketing rules were repealed. 


°° 











rms Code Questionnaire 


Misleading and Unfair 


By E. F. TAYLOR 
Virginia State Advisory Com., Richmond, Va. 


I note with interest the first 
poll tabulated by your good paper 
appearing in same under date of 
Sept. 29 as a result of code ques- 
tions prepared by Mr. A. J. Penny. 

Discussion on this questionnaire 
with many dealers’ thoroughly 
convinces the writer that the 
negative replies would far out- 
number the positive, due prim- 
arily to the fact that the verbage 
in which the questions are put 
is such as to make practically 
impossible the true reaction to 
the code in the minds of the 
30,000 odd dealers. 

May I suggest that you read| 
carefully the manner in which | 
these questions are put. I be-| 
lieve you will agree that these | 
questions are what is commonly | 
known as leading questions, so} 
worded as to draw a response | 
favoring the apparent already | 
formed opinion of Mr. A. J. 
Penny. For example, question 
No. 1 drives home the extra) 
over-head charges, detail work, | 
cost of securing business, in cra. | 


bage tending to create exaggera- 
tion. Question No. 2 again uses 
as its main spring the 90 per | 


cent compliance. Question No. 4 
is built around the’ verbage 
“thoroughly satisfied.” 


The result of this questionnaire 
and its verbage has resulted in 
a number of dealers refusing to 
fill in same, asserting that the 
questions were leading questions 
intending to solicit adverse code 
reaction. 


May I urge that in fairness to 
those favoring the code and to 
those opposed to its perpetua- 
tion, the Automotive Daily News 
scrap the present poll and pre- 
pare a code questionnaire so 
worded as to enable the dealers 
to answer same in a manner that 
does not show the psychological 
influence as contained in the 
questionnaire now appearing in 
your publication. 


I believe any group of compet- 
ent attorneys familiar with the 
workings of the Motor Vehicle 
Retailing Trade Code would agree 


| unanimously that the questions as 


worded definitely lead toward an 
anticipated answer and in any 
court of law would not be per- 
mitted. 


Sees Much Stress on Code 
Failures Rather Than Aids 


By H. P. STURM, Treas. 
Clarksburg Automobile Co., Clarksburg, W. Va. 


In letters recently appearing 
in ADN too much stress is being 
placed on what code operation 
fails to do and altogether too 
little on what it does do. 

In this territory, where the 
writer has managed a concern 
that has sold $7,000,000 worth of 
automobiles in a period of 23 
years, code operation has ad- 
vanced dealer stability and op- 
portunity more than all other 
combined efforts toward this goal 
in the past two decades. Proof 
sufficient is contained in one il- 
lustration from our operation— 
whereas, but one short year ago, 
95 per cent of our transactions 
were begun by offering $50 more 
for the used car than we knew 
the resale market would return, 
we are today getting all used 
cars on a no-loss realizing basis 
and less than ten per cent of 
our customers seek to evade or 
even question the fairness of the 
procedure used in determining 
maximum allowances—and this 
tremendous advance is wholly due 
to the psychological influence of 
government sanction. 

Violations are limited to 10 per 
cent of the total business and are | 
largely confined to price classes 
above volume acceptance, and'! 





where misguided sales executives 
permit greed for volume to out- 
weigh respect for sound mer- 
chandising methods — but, this 
latter condition is showing notice- 
able improvement because of 
more intelligent code enforcement 
efforts and the ever-recurring 
examples of the disaster to which 
such practices lead. At this point 
it seems proper to add a word 
of warning to that great army 
of salesmen who rail at the re- 
strictions of code allowance and 
its hindrance to their efforts— 
if this restriction to wild trading 
is nullified the whole cost will be 
theirs to pay because the dealers 
who are with us now will never 
again pay salesmen to indulge 
in this sort of contest. 


If automobile selling is to ad- 
vance from the alley and the 
curbstone to take its proper place 
alongside established institutional 
merchandising and investment re- 
spect, it must voluntarily divest 
itself of such sales practices as 
are inconsistent with this position 
to which it properly aspires and 
the procedure directed by the 


code is both fundamental and 
essential if this end is to be 
attained. 








Below is a recapitulation of 


tive Daily News: 


securing business? 
Yes—46 No—79 
where 90 per cent compliance 
Yes—44 No—80 


as it now stands, would you 


nated? 

provisions only? 
Yes—67 No—48 

stands? 
Yes—34 No—92 


Yes—48 No—79 








Do you believe the code can ever be enforced to a point 
If you are not in favor of the continuation of the code 
wages and hours providing marketing provisions were elimi- 


That is, to reduce the code to its wage and hours 


Are you thoroughly satisfied with the code as it now 


Code Questionnaire Returns 


the answers received in reply 


to the code questionnaire now being conducted by Automo- 


Have the advantages of the code outweighed the extra 
overhead charges, extra detail work, and extra cost of 


No answer—2 


can be obtained? 
No answer—3 


be willing to continue NRA 


No answer—12 





No answer—1 


Are you better off today than you were a year ago? 


No answer—0 


127 BALLOTS 
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Pros and Cons Swap Views on Code Operation 


mF: Penny Cites Examples 


of Dealer Code Interference} 


By A. L. PENNY 
Rockingham Auto Corp. (Ford), Leaksville, N. C. 

I thank you for publishing the , town dealer who lives by the code 
questionnaire suggested by the 
writer to determine general deal- 
er attitude toward the Code. 

It seems to me that we are| 
pretty much like the ostrich is 
said to be—we “hide our heads 
in the sand”—several of your 
correspondents and I think, some 
of your staff writers have given | 
the Code credit for passenger car 
sales showing a marked increase 
over 1932 and 1933. The answer | 
to such an argument is simple— 
business conditions in general 
throughout the world are far bet- 
ter—naturally sales in spite of 
Code restrictions are better. As | 
evidence—heavy truck sales have | 
increased 88 per cent. (I think 
that is correct) as against the | 
same 1933 period. Are we to also 
believe that the Code accounts | 
for the increase? I am of the 
opinion that without Code re- 
strictions — passenger car sales 
would have been at last one- 
third greater. 

Concrete Examples 

Someone of your dealer sub- 


to escape bankruptcy. 


A. L. Penny herewith, we believe 
to be a fair expression of opinion 
by dealers opposed to the Code. 
May we with all fairness to Mr. 
Penny take 
amples. Suppose 


a dealer does 


car as he says at a price of $254. 


a minimum expenditure for re- 
conditioning, etc. 


allow the full Code value for the 
car. Now, as Mr. Penny says, 
the dealer resells this car for $325. 
Is the $71 difference in purchase 
price and resale price a _ profit? 
Does not Mr. Penny under the 
Code have to pay his salesmen a 
drawing account? Does he not 
have to pay his mechanics higher 
|wages and give them _ shorter 
hours? 


scribers writes that the Code| buildings, advertising, light, heat 
offers us our first chance to/and other items. We feel certain 
“make an honest dollar”. Let us| that if Mr. Penny were to break 


down these items and deduct 
their grand total from the $71 he 
would have a modest enough re- 
turn for his trouble in selling the 
used car for the customer who 
bought a new one. 
What Is “Profit”? 

Next, how long did he 
money tied up 
that was sold? How about stor- 
age, sales effort and other ex- 
pense which he must deduct from 
his share of the new car sales 
price before he can figure the re- 
mainder as profit? Now for ex- 
ample two: If the car which Mr. 


take a concrete case—a prospect 
with a clean '31 Chevrolet Coach 
agrees to take the code of $254 
on a new car—the dealer takes 
the car and sells it promptly for 
$325 (not excessive here for a 
good one). The dealer makes his 
regular new car profit and $71 
over and above. Is that a case 
on making an “honest dollars’? 
Or—if you prefer—turn it around 
—the prospect has a fair 1933 
Ford Coach booking $464—the 
dealer knows that is too much 
but rather than let a competitor 
take in a late model of his make 

-makes the deal and then trades 
three or four times to get $450 
worth of notes for the trade in— 
who made the “honest dollar” 
then? 

It all boils down to this—there 
is no such thing as an “average 
used car’—as there is no such 
thing as an “average man.” Con- 
ditions in communities vary 
rapidly—a car worth $250 to a 
dealer operating in an agricult- 
ural section during August, may 
be worth $325 in September after 
cotton and tobacco markets open. 
The code book running as it does 
60 days late does not truly re- 
flect the average price at time 
of issue. I’ll agree that the book 
is as near right in theory as pos- 
sible but—it is not workable in 
everyday business. 

More Questions 

It seems to me that you should 
have added two questions to the 
ones I suggested—in addition to 
the President’s one asking 
“whether or not you are better 
off, etc.”, you should ask if such 
better circumstances (if answer 
is “yes’) can be attributed to op- 
eration of the Retail Auto Code. 

The Code was the brain-child 
of large town dealers—the small- 
est town represented, as I recall 
by the “daddies” of the Code was 
Spartanburg, S.C. Their problem 
is entirely different from that of 
dealers operating in small com- 
munities. Larger dealers natural- 
ly have more invested—they are 
hesitant about violating, knowing 
that a fine would be collectable— 
small dealers have little or noth- 
ing invested and a “crack-down” 
invested and a fine would merely 
mean shutting a couple of rusty On the front page of your 
tin doors. They have, in a sense,| issue of Sept. 
a license to play fast and loose—| the poll taken on code enforce- 
they have nothing to lose and! ment, and in large type say “Vo- 
everything to gain. ters Turn Thumbs Down on 

The finest Code of Ethics ever! Code.” This poll is based on 42 
written—and one that would am- | 
ply cover all present day needs— 
was the Ten Commandments— | 
when they are complied with—| 








no fault of the Code. What the 
Code says is that $464 is the out- 
side price that any dealer should 
pay for such a car in first rate 
condition. Mr. Penny gives as 


would pay the full book value. On 
this basis then, Mr. Penny is not 


unprofitable transaction rather 
than let his competitor take the 
loss. None of this is said with 
an idea of holding Mr. Penny’s 
methods up to ridicule but rather 
to analyze his actions from our 
standpoint. Now that Mr. Penny 
has raised the question of Code 
book prices may we ask: Has Mr. 
Penny consistently reported his 
used car sales to the NADA as he 
should under the Code? So far 
as the small town dealer having 
an edge over the large town deal- 
er we would say only that if this 
is true then the small town deal- 
er must have found someway by 
which he can pay more for a car 
than it is worth and sell it for 


profit of the deal. If this is true 


Code 
formula for doing business. 





Declares Code 


Ballots Unfair 


By H. W. KELLOGG 
Niagara Co. Motor Vehicle Code 
Niagara Falls, N. Y. 


opposed to the code. 


have | 
in the new car | 


his reason that some other dealer | 


selling his cars, he is buying an |! 


less than it cost him and make a | 
then. what we need more than a | 
is the small town dealer’s 


| by various dealers. 
are questioned further, they re-| 


29, you headline | 


| your good paper was so fair as| 


ballots received, and creates the | 
impression that the dealers are} 


At a meeting of the Niagara) 


our Retail Auto Code will operate | County Automobile Dealers’ Assn. | 


efficiently—until then, a small! held today, a 


resolution was) 


honestly has little or no chance | 


Editor’s Note: The letter from | | 


issue with his ex-| 
take in a certain make and model |]) 
The car is in good shape, requires | 


On this basis | 
the dealer is within his rights to | 


Does he not have to take |) 
a certain portion of this $71 to| 
defray his overhead expense for | 





Penny took in at $464 was not | 
worth that amount or could not | 
be resold for the amount, this is | 











Questions Aim 
of ADN Code 


Questionnaire 


By JOHN E. RAINE 
Automobile Trade Assn. 


of Maryland 
Baltimore, Md. 
| (By Telegraph to ADN) 

As a subscriber at the 
present time to Automotive 
Daily News please advise 
us where Leaksville is in 
North Carolina and its 
population and how many 
ears A. J. Penny of Rock- 
ingham Auto Corp. sold dur- 
ing each of past three 
years. 

Your caption and prom- 
inence on a 42 dealer poll 
vote story issue of Sept. 29 
is either poor. editorial 
judgment or unfair to the 
dealers of America and 
their code and creates a 
question of your sincerity 
for the dealers. welfare or 
is your publication factory 
influenced or influenced by 
factory advertising. 








adopted, protesting against your 


method of publicising this vote, | 


because naturally those opposed 


| to the code would predominate 
Our Ni- | 


in returning the ballots. 
agara County Assn. is unanim- 
ously in favor of the code, and 
we know of no dealer in Niagara 
County who is opposed to it, and 
we do not believe that it is to 
the benefit of the industry for 
you to handle this matter in the 
way you have. 


| Callies ; Backs 


Penny’s and 
Butler’s Stand 


By FRANK S. CALLAN 


Callan Motors, Inc. 
Washington, D. C. 

Enclosed herewith you will 
find code questionnaire marked 
in accordance with my views. 
It is with regret that I am forced 
to mark it, which you will read- 
ily see, as that of being abso- 
lutely unfavorable to the present 
automobile code. 

I happened to be one of the 
first dealers to sign up on the 
President’s Blanket Code, like- 
wise with the automobile code 
when same was established. After 
nine months of close observation, 
I have come to the conclusion 
that the code is not and cannot 
be enforced to a degree whereby 
it could possibly be advantageous 
to an honest and reputable auto- 
mobile dealer or distributor. I 
cannot make myself believe that 
90 per cent of the good prospects 
we contact are falsifiers. When 
it comes to working a deal out 
with them and the question arises 
of allowance on their car, they 
say, why the code doesn’t mean 
anything, I have already been of- 
fered so much for my automobile 
When they 


fuse to divulge the dealers’ names 


owing to the fact that it wouldn’t | 


be any advantage to them to bite 


the hand of one who has offered | 


to be helpful. 


In other words, I believe in 
my instance the code has been 
detrimental and I am forced to 


agree with Mr. Allan J. Penny, 
secretary 
Rockingham Auto Corp. and also 
with W. E. Butler, 


of Butler Motors, whose views 


to print. 


I also wish at this time to} 


congratulate you upon bringing 
this question out so impartially 
in the Automotive Daily News. 

Hoping that you will continue 
your good work. 






















and treasurer of the| 


president | 








Suggests New Questions 
For Dealer Poll Ballot 


By G. Y. PARROT 


President Oklahoma Motor Co., Packard, DeSoto, Plymouth 
Tulsa, Okla. 


| We are of the opinion that your. making accurate used car sale 
| paper should be published in the! reports, would you be in favor of 
| interests of the Automobile Re- | the Code? 

tailing Industry, and _ therefore | r Wi 
| =? : | Would you be willing to go 
| not used to discredit the Code. | ; oi : 

Your recent article “Voters Turn snk ati pes 100A mana Ge 
Thumbs Down on Code” is not | ~~ ,” Z ‘ : E 
| entitled to front page prominence, —? NRA drawing account, 

while Mr. Vespers article, “95 per | beads , 

A questionnaire is something 


cent of Dealers Favor Code” is ’ , 
| the dissatisfied dealer is more apt 


buried on the 14th page. ‘ : 
The questionnaire submitted is | to fill out than the one who is 
satisfied. Your questionnaire was 


|one designed to invite unfavor- . 
| able answers. Why submit a ques- | €Vidently submitted in a district 
tionnaire to start with, unless it | Whose attitude is not, by any 
goes to enough dealers to reflect Means, that of the majority of 
the national attitude? And if Dealers in the nation. 
submitted, questions along the We are positive that the Code 
following lines would be more in| js being lived up to in 95 per cent 
order: : _ |of the sales in Oklahoma. Your 
Have you sold more units this questions contend that you can- 
year than last year? not get 90 per cent compliance 
Deducting the cut in your prof-| with enforcement. I am quite 
positive that no dealer in Okla- 


its through lower factory dis- 
count, freight override or acces-| oma can show you 10 per cent 


| Sory price adjustments, have you Joss of sales through violation 

made more profit this year than with very little definite being 
| last? done about enforcement, and 
| With rigid prosecution and| much ignorance on the part of 


dealers as to the provisions of the 
Code. 


conviction for Code violators, and 
with 90 per cent of the dealers 


Believes Majority Dealers 
Favor and Live Up to Code 


By F. B. GREGG, Pres. 
McKinley-Gregg Automobile Co., Ford-Lincoln, Pittsburgh, Pa. 
As a careful reader of your| body is not in favor of our code. 
publication, I was very much dis- We all know that the crying 
appointed at the headline in your| need of our business for many 
issue of the 29th in which you| years has been some regulation of 


state “Voters turn thumbs down/|the used car. It is natural to 
on code—Poll shows eight in| expect that a small percentage 
favor and 34 opposed.” of the dealers will find fault. 


There always has been a small 
percentage who have been the 
chiselers and who tore down the 
business of the ethical dealer, 
and who will continue to take ad- 
vantage of the other fellow. 


However, I am sure that a real 
poll of the dealers, nationwide, 
would reveal that the vast per- 
centage are 100 per cent for the 
code, and while it is felt gener- 
ally that the enforcement has 
not been carried out as well as 
it was hoped, still we have hope 
that eventually the chiselers will 
feel the weight of “Uncle Sam’s 
Hand.” 


In view of the stand you have 
taken on the code up to this 
time, which stand has made you 
thousands of friends among the 
dealers of the United States, J 
am surprised at this statement, 
inasmuch as certainly a poll of 
only 42 dealers could not possibly 
forecast the sentiment of the 
dealer body as a whole. 

I think that the vast majority 
of the dealers who are complying 
with the code have been too busy 
with their own affairs to write 
to the Automotive Daily News, 
stating their views. It is hard 
for me to believe that the dealer 


Mitchell U. rges ( Converting 


Code Slackers into Boosters 


By O. R. MITCHELL 
Mitchell Chevrolet Co., Fargo, N. D. 


| For the past six weeks I have| are not fostered by publicising 








read with increasing ire the carp-| the expressions of those who 
ing, critical and non-constructive| would continue in piracy; or of 


letters regarding our code, pub-|those unfortunate of locality 

lished by Automotive Daily News.| where individual responsibility 

Force of destruction is more| and group co-operation has been 
shirked. 


rapid in effect that force of con- 


struction. Statements of destruc- It is inconceivable that any ma- 
tive criticism are easily and| jority of right-thinking dealers 
numerously available on any|in any locality can fail to wipe 


out price-cutting, over-allowances, 
wild-trading, cut-throat competi- 
tion, bootlegging and other forms 
of destruction to their business 
when given the opportunity by 


constructive, forward-looking plan 
that embodies change in habit of | 
| living or doing business. 

In your head-line and “box 
solicitation for criticism and sug- 


gestion from dealers you have| Federal Statue and backed by 
appealed to, and received re-| eventual punishment prescribed 
sponse from, that percentage of| by Federal Law (though it may 
obstructionists to be found in| be slow in action). 


The failure, if there be failure, 
must be placed on the doorstep 
of those responsible; those who 
have shirked, and continue to 
shirk, their individual and group 
responsibility of doing their part 
in “cleaning-up the backyard” 
(that 5-10-or 15 per cent of deal- 
ers who led the industry into the 

(Continued on Page 18, Col. 1) 


opposition of all change and im- 
provement. You mislead and de- 
stroy the confidence of many 
| thousand other dealers whose 
very business salvation depends 
upon strengthening code compli- 
ance. Not upon destroying it. 
|Hope and confidence are es- 
| sentials of ultimate success and 
| accomplishment. These essentials 
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Grant to Address SAE at Production Meeting Here 


Mitchell Urges Converting 


(Continued from Page 


morass of business destruction). 

You have not heard from those 
many thousands of dealers com- 
prising the 90 per cent of this 
industry who have experienced a 
substantial or a reasonable in- 
crease in the profit of their opera- 
tion through maintenance of de- 
livered price; the major 
elimination of wild-trading and 
destructive over-allowance; the 
elimination of consumer discount 
in parts; elimination of uncon- 
trolled fleet-owner discount; the 
control of “bootlegging,” unfair 
advertising, discount on alleged 





17) 
demonstrators 
practices destructive of profit. 


You lead many to overlook the | 
gone | 


fact that our code has 
through a “seasoning  period;” 
that recognition of its value is 
increasing steadily in wide-spread 
areas throughout the country; 
that dealers in other areas are 
rapidly realizing they must do 
their part in bringing about the 
desired correction; and that pen- 
alty is slowly but surely creeping 
upon the wilful violator where 
the dealers are really out-doing 
their part. 


Calls ADN Poll Story 
Misleading to Dealers 


By C. L. FLETCHER 
Erie County Motor Vehicle Code, Buffalo, N. Y. 


Inference from the headline on | 


the front page of your issue Sept. 
29, “Voters Turn Thumbs Down 
on Code,” 
an honest poll had been taken of 
the all-important issue, whereas 
your glaring scare line is based 
on 42 ballots received and obvi- 


would naturally imply | 


| dominantly 


for the motor vehicle retailing 
merchant if its provisions are fol- 
lowed. 

In a poll such as you have 
taken, it is only natural for you 
to expect ballots returned pre- 
from those opposed 


' Seuatonia Open 
| 
Code Slackers into Boosters 


and other vicious 


Wednesday at 
Book - Cadillac 


Detroit, Oct. 5.—Richard H.|_ ., ee 
Grand, vice-president of the Gen- | National Bank, Chicago; Henry | 
'eral Motors Corp., will be the Ittleson, chairman of the board 
speaker at | of Commercial Investment Trust, 


and others. 

The meetings, which taxed the 
|convention hall, opened with 
President Courtney’s report, in 
which he asked member com- 
| panies to band together in com- 
bating dangerous legislation af- 
fecting the finance business. He 
also pointed out that a 60 per 
cent decrease in the price of cars 
during the association’s existence 
has been in a large measure due 
to help from finance companies 
in making mass production 
possible. 

Declaring himself opposed to 


production - en- 
gineering din- 
ner to be held 
at the Book- 
Cadillac here, 
Thursday even- 
rae, Get. 3 
under the joint 
sponsorship of 
the Production 
Activity of the 
Society of Auto- 
motive Engin- 
eers, and. the 
Detroit Section of the Society. 


is 
t 





R. H. Grant 


The dinner will provide a fit-|inflation in the sense that it 
| ting climax for two days of tech-| means “the improper, excessive 
nical sessions on _ production | ang unwarranted issue of cur- 
engineering arranged by the/rency,” Senator Thomas in his 


Society's Production Activity, W. 
H. McCoy, vice-president. The | 


| the 1926 “Coolidge Dollar,” which, 
program arranged for these two & Wane 


| he pointed out, was worth exactly 


|days comprises the presentation | 199 cents. 

|of a technical paper on “Cutting . 

Oils and the Fundamental Char- Purchasing Power Up 
acteristics in Their Selection” by “The low priced dollar gives | 





|too great purchasing power, the 
| high priced dollar too little,” said 


W. D. Huffman, chief chemist, 
Chevrolet Gear and Axle Plant, 





(Continued from Page 


talk made a plea for return to | 





ously an altogether wrong im-| because that faction is always 
pression is formed. first in expression, but to handle 
Automobile dealers in Erie! the matter as you have is unfair 


to the great number of honest 
automobile dealers who are try- 
ing to better their financial con- 
dition by code adherence. 


county, New York, predominantly 
are in favor of the code and look 
upon it as the great stabilizer 
that will safeguard gross profits 


Charges Bias In ADN Poll 


Detroit, in collaboration with C.|Senator Thomas. “Our money 
B. Harding, Sun Oil Co. and W. | problem today is the proper regu- | 
H. Oldacre, D. A. Stuart & Co. | lation of the dollar for both do- | 
This paper featured during the |mestic and international trade 
Cutting Oil Session on Wednes-| purposes. The objective is to} 


day afternoon, Oct. 10, under the | 
direction of Chairman A. Ludlow 
Clayden, vice-president, SAE, will 
present valuable data on current 
practices in the selection and use 


of these materials. 
Technical Sessions 
The evening of Oct. 


10 will be 
| devoted to the Dynamic Balanc- 


serve the best 
only one class but of all classes. 

“T am not prepared to fix the 
value of the dollar now as its 
definite value for the future. With 


$9,000,000,000 worth of gold and | 


silver owned by the Government, 
and $5,000,000,000 of currency in 
circulation, we could issue an ad- 


interests of not) 
| the 





on Dealer Code Operation 


By B. B. BELL 
El Paso Automobile Dealers Assn., El Paso, Texas 


In your issue of Sept. 29, you 
featured a three-column head line 
on the front page over the re- 
sults of your poll on the code, 
which you admitted at that time 
showed a grand total of 42 votes! 


In all fairness to those thousands | 
of dealers who are wholeheartedly | 


supporting the code, why not wait 
until your total poll has reached 
a more representative stage, be- 
fore displaying such sensational 
biased headlines? 

The El Paso Automobile Deal- 
ers’ Assn. wishes to go on record 
with you as being 100 per cent 
for the code with a past record of 
enforcement of 98 per cent plus. 

Indicative of our past practical 


cent survey of our dealer opera- 
tions showed that for the first 
eight months of 1934, their used 
car net losses were cut from $18 
to $10.60 per unit over the same 
period of 1933. That by compari- | 
son during this same period our 
dealers aggregate net profit ex- 
ceeded that of 1933 by more than 
$50,000, being equal to ten per 
cent net profit on the total in- 
crease in new car volume. 

If the Automobile Retailing 
Code fails, it is going to be 
brought about by the well or- 
ganized propaganda sponsored by 


the automobile manufacturers, 
who are unitedly against any 
scheme that strengthens organ- 


experience under the code, a re-| ized dealers. 


90% Code Compliance 
Reported In Louisiana 


By A. F. LANIER 


Lanier Auto Specialty Co., Inc., 
It would seem that the dealers | 


‘ who oppose the code have been 
doing most of the voting on this 
question and I believe it is now 
time for the dealers who favor 
the code to cast their vote 
express their views in the matter. 


Were all dealers to vote on the | 


question, I feel sure the favorable 


vote would be at least 85 per cent | 


of the dealers, and here in 
Louisiana I feel confident the 
favorable vote would be 90 per 


cent or better. 

To my mind the code is the first 
opportunity given the automobile 
dealers to make any money in a 
real legitimate way since I have 
been in the business, and I began 
in 1920. 

Had all dealers put their shoul- 


ders to the wheel and done half | 
as much work to make the code! 


and} 


Buick-Pontiac, Alexandria, La. 
work as they have done to tear 
it down, by this time the auto- 
mobile business would have been 
one of the prettiest businesses in 
existence today. 

I really believe that more deal- 
ers are seeing the light each day 
and before long the code will be 
working fine. It certainly will if 
we dealers put forth a little effort 
to make it so. 


Short and 


To the Point 


By B. V. HALBERT 
Geary-Gay Motor Co. (Hudson) 
Lexington, Ky. 

“We are highly in favor of the 
code as it now stands.” 








| ing Session, with McCoy, who is 
| manager, experimental production | 


|ing will be the presentation of a 


' at a conference of interested parties. 


machine shop, General Motors | 


another $500,000,000 as needed. 


Research Laboratories, presiding “With our dollar worth $1.29 on 
as chairman, at which the latest Gat 4. as cement eh: Ge bie 
developments on “Balancing oo - 7 oa 


mark of $1.67 last year, we have 
noted price levels going up, banks 
loaning, value returning to prop- 
erty, and an entrance upon an 
era of unprecedented prosperity.” 
Newton, prominent Chicago| 
| banker and always a strong ad- 
|vocate of a finance company 


Problems in Automotive Engin- 
eering” will be described in a 
paper by Thomas C. VanDegrift | 
and J. M. Tyler, General Motors | 
Research Laboratories. 


Continuing the meeting on 
Thursday, Oct. 11, the afternoon 
will be devoted to the Broaching | 
Practice Session, under the chair- and history of the NAFC during 
manship of Joseph Geschelin, | the past ten years, following 
chairman of the SAE Production | wnich he launched into a criti- 
Meeting Committee. Papers 0M | cism of present day practices by 
“Production Experience with Sur- | .o9me concerns in the industry. 
face Broaching” by E. S. Chap- q 
man of the Chrysler Corp., and a | Trend Too Liberal 
study “Machinery and Equipment| “The tendency on the part of 

some finance companies is_ to 


Policies in View of the Present | 
Business Situation” by J. E. Pad- | over-liberalize terms to get busi- 
ness,” said Newton. “Don’t over- 


gett, factory manager, Spicer 

Manufacturing Corp. will feature | look the fact that too long credit 

this session. increases losses, decreases liquid- 
ity and impairs safety. Further- 


Another feature of the dinner ; i e 
| program at the Production meet- | more, the unfair practice of giv- 
|ing bonuses to dealers amounts 


gold medal for the best under- | to fraud. 
graduate thesis on original auto-| ‘Don’t lessen the regard for 
motive work. Students of automo-| your business held by bankers. 
tive courses in schools in the | | Don’t forget either that never has 
Detroit area compete annually for | | public opinion been more critical 
this medal. This presentation will | of the business man, and that 
be made by O. E. Kurt, vice-chair- | this opinion has had much to do 
man of the Detroit Section, SAE, | with encouraging legislators to 
representing the student activity.| enact laws which not only cor- 
A cordial invitation is extended | rect evils but actually put re- 


by the Society to non-members strictions upon business. 
to attend this SAE Production It is up to business to correct 


. ie yils. If the railroads 
Meeting and take a full part in| ‘ts own evi : ’ 
discussing the subjects to be in- the stock exchanges and others 


troduced and to be present at had done this first, there would 


the dinner Thursday evening. A | 20t have been so much burden- 


large attendance throughout the | S8°™¢ legislation. Corrective 
meeting is anticipated. measures within industries can be 


a ~ worked out, wherever necessary, 
| through monetary fines or ex- 

pulsion from the association. 
“In the finance business, 


Truckin g Code 
all 


Washington, Oct. 5.—-No witnesses | . : 
having appeared to participate in| Companies need one national as- 
the scheduled supplementary hear-| sociation, and it is unfortunate 
ing of the codes of fair competition| that any other associations have 
| for the trucking industry and the| been formed. As for large and 
household goods, storage and moving | smaller companies, they need 
trae “uhis week, Deputy Admini | Gach other and can best work to- 
| journment and announced that the | gether in a single national associ- 
| matter at issue would be taken up ation rather than in rival organi- 


zations, one for large companies 


organization, traced the formation | 





| and 





Finance Firms Warned 


To Put Houses in Order 


1) 
and another for the _ smaller 
firms. All have to stand together.” 

Figuratively taking his coat off, 
Ittleson, who was introduced by 
President Courtney as the “dean 
of the finance business,” censured 
in a friendly spirit those loan 
companies which derive large 
profits without involving them- 
selves in the sale itself, and those 
automobile dealers who set financ- 
ing charges too high through un- 
reasonab le additions to the 
charges made by the finance com- 
panies. He decried attempts to 
break up the NAFC, which he 
declared to hold an important 
place as spokesman for the in- 
dustry it represents in matters of 
legislation, along with being the 
common meeting ground in iron- 
ing out the problems of financing 
operations. 

Also on the program yesterday 
were John J. Schuman jr., presi- 
dent of General Motors Accept- 


| ance Corp., and W. G. Schweigert, 


secretary of the Protective 
Finance Corp. 

Today’s major talk was deliv- 
ered by P. W. Haberman, general 
counsel of Commercial Invest- 
ment Trust, on “Prospective State 
Legislative Dangers.” Open for- 
ums in group meeting style on 
specified subjects occupied the 
remainder of the morning. In 
afternoon, Frank Healy of 
New York discussed legal prob- 


|lems, and Dudley Cates of Chi- 


cago spoke on insurance phases 
of financing. 


| 
ditional $4,000,000,000 of currency, | 7 4 S a le esmen 


although for the present I would | 
|recommend only $500,000,000, with | 


Win Fair Trip 
At Nash Expense 


Kenosha, Wis., Oct. 5.— Final 
results of the big Nash-LaFayette 
summer sales campaign reveal 
that 74 salesmen from the United 
States and Canada qualified for 
free trips to the Century of Prog- 
ress in Chicago or corresponding 
cash awards. 

Forty divisional winners were 
selected in the United States and 
one in Canada. In addition, 27 
salesmen made sufficient retail 
deliveries of Nash and LaFayette 
cars to total 100 points and win 
the Chicago trip or the equivalent 
in cash. 

Winners were notified yester- 
day of their success in the big 
sales drive by Courtney Johnson, 
general sales manager of the 
Nash Motors Co., and congratu- 
lations extended for the persist- 
ence and ability which made it 
possible for them to receive spe- 
cial recognition for their efforts 
during the campaign. 

Checks have already been 
mailed to those of the successful 
contestants preferring the cash 
awards, while elaborate plans 
have been completed to entertain 
other winners who chose to visit 


| the World’s Fair. 





WARNING! 


A man calling himself Jack J. 
Woods is in fraudulent possession 


|of ADN subscription credentials. 


He has been cashing checks made 
out to Automotive Daily News 
passing worthless checks. 
When last traced he was in Kan- 
sas City, Mo. 

Anyone seeing or hearing from 
Woods should notify their local 
police department and immedi- 
ately wire this office collect. 


AUTOMOTIVE DAILY NEWS 
Fifth Floor New Center Bldg. 
Detroit, Michigan 
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1934. Dividend Checks May Pass 110 Million Mark 


Dollar Viluten 
Of Retail Sales 


Down in August 
















































































in the announcement of Charles | 
B. Bohn, president of Bohn 
Aluminum & Brass Co., that 
financing the $10,000,000 to $15,- 
000,000 project under way for the 
manufacture of aluminum out of 
alunite ore was the “least of our 
worries.” It is proposed to finance 
the project with a bond issue. = 
Bohn shares were strong in the rao > 4 
market following the announce- New York, Oct. 5, 3 P.M.—Motor shares were among the 
ment. features in the rally today on the New York Stock Ex- 
Timken-Detroit Axle Co. has change. Chrysler continued to show outstanding strength 
and was among the most active stocks in trading which 


paid off $700,000 of its bank loans 
since June 30, it was revealed this was somewhat more active than recently. Chrysler was 
up more than a point. 


9 Months Total 
Now Established 
At $88,824,000 


By C. J. ALEXANDER 


New York, Oct. 5.—Companies 
of the automotive industry in the 
first nine months of this year 
piled up dividend declarations 
totaling $88,824,000 and it now ap- 
pears likely that the total for the 
year will reach, if not exceed 
$110,000,000, or about half again 
as much as paid in 1933. 

Declarations in September did 
not approach those of August, 
when General Motors and Chrys- 
ler both took action 6n dividends, 
but the September total was 
ahead of that of the like period of 
1933. 

Car and truck companies alone 
in September, however, failed to 
reach the figure of $301,000 re- 
ported for September, 1933, their 
declarations last month having 
totaled $176,000. The parts and 
accessory companies, however, 
made up the difference and more, 
with a total of $2,659,000, compar- 
ing with $2,047,000 a year ago. 
This meant a total for the indus- 
try of $2,835,000 in September, as 
against $37,354,000 in August, and 
$2,348,000 in September of last 
year. 

Motor Makers Ahead 

For the first nine months, 

declarations by car and truck 






_ Last Minute Wall Street Wires | 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


















The index 
of dollar sales of new passenger 
automobiles in August was more 
than ten points lower than for 
the preceding month, but approx- 
imately five points above the level 
in August, 1933, according to de- 
partment of commerce figures. 

The index figure for the month 
stood at 56.5 as compared with 
67 in July and 63.5 in June. Mak- 
ing allowance for the number of 
days and for the usual seasonal 
movements, the figure is calcu- 
lated on the basis of the 1929-31 
average as 100. 

If the figures are unflattering 
as compared with months imme- 
diately preceding, they are defi- 
nitely favorable as compared with 
the same month in previous years. 
The actual dollar value of sales 
for August this year was nine per 
cent above those for the same 
month last year and 87 per cent 
ahead of those for August, 1932. 

Moreover, the aggregate for the 
first eight months of this year 
was 40 per cent ahead of the 
same period of 1933, and 56.5 per 
cent better than the record es- 
tablished in the comparable in- 
terval of 1932. 


N. Y. Insurance Rates 







































































































week. 
Trust Firm Reduces 
The Massachusetts Investors 
Trust as of Sept. 15 held in its : 
ee 12,000 er] ao downward, losses in the automo- Waukesha Motors Has 
eens a ee ’ on June! tive stocks were not heavy. Be- 2 c " 
Sieeae Gn canien cnais tn, | tees Aue. 3 and Ont. 3, the $121,000 Net Income 
menthe satlian, sneering to the price average for the 24 motors) Waukesha, Wis., Oct. 5.—Wau- 
investment trust's quarterly state- | 1¢clined from 20.98 to 19.84, @| Kesha Motor Co, and subsidiaries 
ment. ms ee aoe — PP a had net income of $121,389, or 
Motor stocks, in the average, | her ren which fell from 17.03 to | $121 @ share on 100,000 shares of 
turned down again in the week | 15.11, off 1.92 points. Parts and common stock in the year ended 
ended Oct. 3, the period covered | accessories declined 0.83 of a|JUly 31, the annual report dis- 
by the Automotive Daily News| point from 17.57 to 16.74 and the closes. This compares with net 
stock price index, although some | car and truck stocks dropped 1.12|10ss of $123,102 the preceding 
individual shares were able tO] points from 21.79 to 20.67. fiscal year. 
show gains for the period and| 4. 4 matter of fact, the com-| Gross profit from sales amount 
some held their own. The de-| jiistion of the New York Stock] to $819,561, compared with $482,- 
cline was a ew and failed Exchange showing the change in| 355. Net from operation came to 
. one “a the eee of the market value of all listed | $457,485, before miscellaneous 
, stocks during September placed | charges of $36,442, depreciation of 
Weekly Price Averages the value of automobile and ac- | g976 154 and income tax of $23,500. 
The A. D. N. stock price aver-| cessory shares as of Oct. 1 at E d surplus July 31 stood 
ages for the week ended Oct. 3| $2114,781,830, as against $2,099,- =a .: . ‘ae sleet cal 
showed the following changes | §50,324 on Sept. 1, an increase of | ®t $2,211,262. Cas es ne 7s 
from the week before: $15,131,506. This was in. contrast | $120,000 were paid during the year, 
an amount virtually the same as 

























































































ni ale 68,685,000, Tast This to a decline in the aggregate , E < 
eunsasing with 94418,000 @ year | 45 motors Week Week Chane’! value of all listed shares during | net income. A year previous sur- Are Revised Downward 
ago, an increase of 54.1 per cent. | 10 car-truck companies 139 2987 —0o.72| the month of $298,616,158. There] plus was $2,209,873. New York, Oct. 5.—A downward 
Parts and accessory declarations | 1° Parts-accessories 16.92 16.74 —0.18 | was, however, a decline of $6,324,- a a eas revision in automobile liability in- 
amounted to $20,139,000, as against | *""’-"""”"™ 79 19.11 —0-"8) 970 in the tire and rubber stocks. , : surance rates, representing a sav- 
Among the stocks to show in-| ‘The period covered by the ADN Farm Prices Up ing of $2,000,000 to New York 


$10,025,000 in the like 1933 period, 
an increase of 101 per cent. The 
total of $88,824,000 for the indus- 
try in the nine months compared 
with $54,513,000 a year ago, a gain 
of 63 per cent. 

The final business day of Sep- 
tember and Oct. 1 were dividend 


State policy holders, became effec- 
tive this week. The new rates, 
which affect all casualty com- 
panies, are the result of negotia- 
tions between State Insurance De- 
partment and the rating organi- 
zations of the insurance carriers. 





creases for the week were Mack | stock price averages did not, of i _ ws 
Trucks, Bohn Aluminum & Brass, asain cates the exact month of ateennitte pia eatne Os oe 
Briggs Mfg. Eaton Mfg. and/September, overlapping some- ‘ented Sept. 15, increasing to an 
Stewart-Warner. The tire and| what. index level of 102, the Bureau of 
rubber group again was weak, Chrysler was the outstanding | Agricultural Economics reported to- 
with all important stock except | feature of the rally in the stock| day. Not since December, 1930, 


Firestone showing declines. Fire- 7 ; ¢ have farmers been in such an ad- 
g market late Thursday, although vantageous position with respect to 










payment days for many com- ens Geass wnshanged. other motor shares participated prices brought by their products. It was announced that new rate 
panies in the industry. Among Automotive Losses Light in the upswing which reversed | ‘The advance in the price index level] manuals would be in the hands 
the concerns sending out checks Although the general trend of | the trend of the first half of the| over the same period last year is} of all dealers today. The new 
on those days were: Bohn Alum- prices during September’ was! week. 22 points. rate for New York City low priced 





passenger cars, for combined pub- 
lic liability and property damage 
is $119, as compared to $129 last 
year; for medium priced cars the 
same figures as,those for low 
priced cars apply ‘and in the high 
priced field the new rate is $123 
compared to $129 last ; pane. 


Chicago Steel Output 


inum & Brass, Borg - Warner, 
Briggs & Stratton, Chrysler, Elec- 
tric Auto-Lite, Electric Storage 
Battery, Fisk Rubber, General 
Tire & Rubber, Goodyear Tire & 
Rubber of Canada, Mack Trucks, 
McQuay-Norris Mfg., Noblitt- 
Sparks Industries, Norwalk Tire 
& Rubber, Perfect Circle, Ross 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, OCTOBER 5, 1934 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 




















Gear & Tool, Trico Products ; : 
a ae H H I L 1 
Waukesha Motor, Wilcox-Rich —_ le NEW YORK Last Sale | High low Last Sale 
a : 1934 1934 Oct. 5 Sept. 28 | 1934 1934 Oct. 5 Sept. 28 At Quarter Capacity 
and L. A. Young Spring & Wire. 2 
Monthly Totals he 23% 10% Allis Chalmers Mfg.......... 13 1314 | 43% 25% Libbey-Owens-Ford Glass ... 28% 28% Chicago, Oct. 5. ae == 
Following is a record of divi- i. ae cae ae aa 64; a 81, Lud ee operations in the icag 
c 33% 12 American C. & F......+----- 16% 19% % A (SE Sos readme 13 13 h turn for the better 
dend declarations by car and 5 ‘ . . ae 4134 an laste Weniien bt wins »<1, || took a sharp tur 
1% % American La Fr... .cccccccce 8 M4 22 Mac EE NN anc cae kee 251% 25% k, up four points to 26 
truck and parts and accessory 17% 7 American Woolen 87% 9 32 17 Marlin Rockwell ........... 19 19 this wee P it This level 
companies combined in the first ’ : : ' pina Pipi : 21% 6% Midland Steel 74 até per cent of capacity. h steal 
: : ‘ % | ‘ ae 2534 | e17 3 , é PNG en aderegeeenee 3 y 
nine months of this year, by|| 57) 16% Auburn Auto (2).... 534 eT ee a ee aa 4 Il is 1.8 points above the natio 
months, as compared with the]] 23% 9% Bendix Aviation ............ 5h 443 151%, M oe Prod eo saat 19 average. d 
corresponding periods of 1933: 68% 441% Bohn A, & B......... ee 49, saat pos <p ome w. om eareennene Hg pi In steel circles it is pra gs 
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i mm WbS,RES.080 F $54,513,000 23% 34 Continental Motors .... . 1 7% | 1054 4% Stewart-Warner ............. 6% 6% a continuance of orders as 
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/ cult even in these days were seen cupancy is planned for about Oct. 1. 
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